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/ joravens: 


The VOICE of the TRADE 


Cocina F. Johnson, 
of Endicott-Johnson Company, 
says: 

“One of the worst evils pre- 
vailing today is the way that 
poverty is capitalized for profit 
by mean, small-souled, unscrup- 
ulous employers. 


THERE ISN'T 


paiee 


“IT never knew wages any 
lower than they are today in 
many places. Seemingly our 
wage system is thoroughly de- 
moralized. Decent employers 
must meet competition from 
pauperized labor. It makes it 
pretty difficult to maintain short 
work days and high wage scales, 
and meet such competition.” 


* * * 


One hundred fifty 


economists write the President 
and the Congress of the United 
States as follows: 

“In view of this generally ac- 
cepted principle, we urge immedi- 
ate and vigorous action looking to 
an increase in the general price 
level, to be followed by a definite 
attempt at stabilization. We fully 
comprehend the difficulty and pos- 
sible dangers of such action, but 
believe that these obstacles can be 
overcome, and that it is much bet- 
ter to face them than the intoler- 
able conditions which otherwise 
are in prospect. No other compre- 


and_ wholesalers. 


hensive action promising material 
alleviation of these deplorable con- 
ditions has been suggested by 
those who oppose the type of ap- 
proach suggested in this petition. 
Superstitious fear of any kind of 
monetary adjustments should not 
be allowed to stand in the way of 
vigorously constructive action de- 
signed to end the existing agri- 
cultural and industrial distress.” 


* ok OO 


C, F. Hughes, 
“The Merchant’s 
in the New York 


who __writes 
Point of View” 
Times, says: 
“In helping the public, retailers 
have enhanced their own trade 
prospects. Stores throughout the 
country must be accorded further 
credit for their policy on merchan- 
dise ordered from manufacturers 


LL 
REMEMBER 
ee 





Reports agree, 
in most instances, that cancella- 
tions and returns have been very 
light considering difficulties. While 
it is quite proper to point out that 
praise for keeping contracts is 
scarcely in order, nevertheless 
there are often technicalities which 
can be used in emergencies, and 
these have not been utilized on any 
appreciable scale. 

“In holding to their contracts, 
then, retailers are again following 
a very wise course. Confidence is 
increased on all sides.” 


D. G. Simpson 
of J. W. Carter Company, Nash- 
ville, Tenn., says: 

“We are trying to keep the 
American man on his feet with a 
pair of good shoes at a price con- 
sistent with the value of his dol- 


lar. During the first two months 
of 1933 we are showing a large 
increase in pair sales. 

“Our shipments for the months 
of January-February, 1933, show 
an 824/5 per cent increase (in 
dollars) over the same two months 
a year ago. This means a still 
greater increase in pairs. Our 
factories have enjoyed a full ca- 
pacity and fu'l time schedule for 
many months, and we of course 
are very pleased to report these 
excellent gains so far this year. 

“We also believe that the pres- 
ent situation is a temporary one 
and look forward to a better busi- 
ness for everyone. We are con- 
tinuing to ship shoes all over the 
country during the present situ- 
ation, and our factories are going 
right ahead with their regular 


schedule.” 
* Be 5 


Making the American 


public lambskin-conscious has _ re- 
sulted in a radio campaign boost- 
ing lambskins for shoe-lining pur- 
poses, which was launched in Bos- 
ton through Station WEEI, by 













































the Lambskin Tanners’ Associa- 
tion, Inc—a group comprising 
about twenty producers and dis- 
tributors of lambskins and sheep- 
skins for the shoe trade. 

It is believed to be the first co- 
operative radio effort yet at- 
tempted by any branch of the 
leather industry. 


* * * 


Waiter Fanning 


of Nunn, Bush & Weldon Shoe 
Co., Milwaukee, Wis., writes: 

“I do believe that the depression 
is quite definitely over and that 
we can now look forward to grad- 
ual and continuous improvement.” 


* * * 


‘The shoe industry 
of Massachusetts increased em- 
ployment 16.5 per cent and pay- 
rolls 32.2 per cent for February 
over January, according to a re- 
cent bulletin of the State Board 
of Industries, and furthermore, 
the shoe trade led the five major 
industries of the Bay State in in- 
creasing production, employment 


and payrolls. 
* * 


K. P. Langer, 


representing tle Bata shoe inter- 
ests, is opening up a system of 
shoe chain stores in the principal 
cities of China. The three Hong 


VELLY Fig 





RS 


Kong stores are doing “velly 
nice” business. The first of the 
Shanghai stores, opening on Nan- 
king Road, started business im- 
mediately. 

Four more stores are to be op- 
ened in Shanghai and about ten 
small bazaar shops—like Chinese 
stores. Early plans are to open 
two stores in Nanking, two stores 
in Foochow, three stores in Peip- 
ing, four stores in Tientsin, two 
stores in Tsingtao, one store in 
Chefoo, one store in Wei Hai 
Wei, two stores in Hangchow, 
two stores in Ningpo and one in 
Soochow. 

Mr. Langer considers China as 
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IT PAYS! 


—A well-known food company is convinced 
today, as never before, that it pays to 
advertise. 

—This company recently made a careful 
analysis of chain food store sales. 

—Results showed that sales of advertised 
products had dropped only 4%, while 
unadvertised lines bearing the chain’s 
own brand had dropped 23%. 

—The advertising cynic might observe “‘pos- 
sibly the advertised products are better.” 

—To which | might reply “they’re better 
because they are advertised.” 


Si ee: 


President 





the most fertile field for shoe 
development anywhere in the 
world. His company hopes to sell 
at least a million pairs of shoes 


annually. 
e-e 


pr First National Bank 
of Boston makes this comment in 
its recent market letter: 

“An encouraging feature of the 
situation is the better business in 
men’s high-grade shoes, which has 
been more satisfactory since the 
Chicago show than for some time 
past. It is not likely, however, 
that the demand for cheap foot- 
wear will shift in any important 
way in favor of shoes of higher 
quality until there has been some 
measure of recovery in consumers’ 
purchasing power.” 


* * * 


Bradstreet’s Weekly 
reports: “Management that is 
proving itself an asset to its busi- 
ness is giving its product an extra 
sales appeal and upholding quality 
of product. Good management 
recognizes that the public is get- 
ting tired of the price appeal, that 
in the long pull price appeal loses 


rather than gains in strength with - 


each repetition, that price appeal 
will require the continuous stimu- 
lus of new reductions. The public 
is still appreciative of quality and 
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1933 





1933 will prove more successful to 
those who feature quality and ser- 
vice than to the cut-price weak- 
lings. Managements who weak- 
ened in the fact of rampant price 
chiseling, and who made drastic 
cuts in the quality of their prod- 
ucts, have—or will have—learned 
a bitter lesson. The vogue for 
cheapness lasted only long enough 
for the public to discover that 
cheap goods were dear at any 
The trend toward quality 


price. 
appeal is clearly evident.” 
* * * 
This little pig 


went to the shoe market! Albino 
pig, which is nothing more or less 
than white pig grain leather. . . 

Bacon pig, sometimes called rind 
pig, this being pig grain leather 
of the brown bacon class—smoke 
pig might do. Also, Pac-A-Pig, 
and Hi-Pig, and Corsocan, and 
Peccary and China, and other sorts 
of pigs—more or less familiar— 
and crushed pig, active in the 
pocketbook trade; and velvet pig, 
sometimes called snuffed pig; and 
saddle pig, taken from the harness 
and saddlery trade; and various 
other sorts of porcine pelts—not 
forgetting “X-Pig,” the mystery 
pig (nobody but the man who 


[To GAOw MARKET —J 








makes it knows how to produce 
it; hence “X” for unknown). 

And there’s more pig to come. 
It sure looks like time for a hog- 
calling contest. Orders for pig 
leather are flowing to the pens of 
the shoe and leather industry. 


* * * 


| Nay, 
well-known Wheeling, W. Va., 
retailer, recently selected by the 
Wheeling Post of the American 
Legion to serve as general chair- 
man of the Legion’s “Buy Ameri- 
can” campaign, is convinced that 
the veterans of 1918 might well 
“carry on” their campaign in other 
cities throughout the country— 
for it certainly has been a stimu- 
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lating factor in the sales chalked 
up by the Nay Shoe Company 
since its inception. 

Working tirelessly on the Le- 
gion’s general program, Mr. Nay 
soon learned that his efforts had 
been rewarded in the increased 
patronage his store received from 
the start. In his efforts to help 
the other fellow (for Mr. Nay so- 
licited the entire city and induced 
merchants in all lines to cooper- 
ate), he did an exceptional job for 
his own store, judging from the 
response by Wheeling’s citizens. 

x * * 


H. G. Lumbard, 


president of the LLumbard Shoe 
Company, Auburn, Maine, says: 

“A lot of crazy prices have been 
made by manufacturers in their 
endeavor to sell shoes. Some of 
them do it on the basis that if 
they cut their prices, we'll say 15 
per cent, they figure all they have 
to do is to get an additional 15 
per cent volume and that this will 
take care of their profit. Very 
few manufacturers realize that a 
reduction of 15 per cent under a 
set of stated conditions in reality 
requires a 250 per cent increase in 
volume. Many manufacturers do 
not realize on a reducing schedule 
the geometrical progression prin- 
ciple is brought into play. 

“Those manufacturers who 
really know how to figure shoes 
for a moderate profit have been 
more or less out of luck because 
of the application of the popular 
thought that all that is necessary 
is to reduce prices and get addi- 
tional volume.” 


*k * 


*K 

E. C. Orr 
and Miss Maude Steelman of the 
Potter Shoe Company, Cincinnati, 
Ohio, tried something new last 
week—a decided innovation in re- 


tail store promotion. 
Each department held a style 


show and mannikins paraded the 
new shoes on a runway before the 
combined salesforce. The first 
day women’s shoes were modeled. 


_ The second day men’s shoes re- 


ceived attention. The third day a 
number of youngsters from 1 year 
to 15 years modeled the junior 
footwear. As each department 
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displayed the shoes the manager 
of that department kept up a run- 
ning description of the various 
points and sales features so that 
the entire store now knows just 
what new shoes are to be featured 
and how to sell them. 

Potter’s have conducted sales 
meetings each week for a number 
of years, and at the beginning of 
each season or as new styles are 
received the various department 
managers tell about the new foot- 
wear to the salesforce. 


* * * 


A barber's strike 


in Russia would automatically 
send thousands upon the streets 
barefooted, judging from the lat- 
est report to come out of Soviet 
Russia—which disclosed the fact 
that human hair is now being re- 
claimed and is serving as the basis 
for felt footwear at the rate of 
3,000,000 pounds annually. 

While cattle hair is used in the 
manufacture of felt in this coun- 
try, the Soviets recently formed 
the Union Rubbish Trust, to re- 
claim waste and anticipiates col- 
lecting about 6,000,000 pounds of 
hair each year in the barber shops 


of Russia. 
x ok O* 


Roger W. Babson 
is syndicating the country over, 
the following (note that he leads 
off with boots and shoes) : 


“My dear! He says these shoes will give me a figure that'll stand out from the crowd!” 









“Few people realize the tremen- 
dous seasonal influences affecting 
business. Advertising and selling 
efforts should be directed toward 
those industries and __ sections 
which statistics show are most ac- 
tive at a given season. For the 
next three months these are: boots 
and shoes, women’s clothing, cot- 
ton goods, millinery, hardware, 
lumber, machine shops, automo- 
biles, paper, oil refining, silk and 
rayon chemicals and iron and 
steel. Both production and em- 
ployment reach a definite peak in 
these industries during March, 
April and May. Hence, to the 
man who is looking for a job; to 
the investor who holds securities ; 
and to the lines of business sell- 
ing materials and supplies; this 
seasonal influence is highly impor- 
tant. My advice is to push sales 
hardest where the seasonal tide is 
running in your favor.” 


* * 


Diente air service 
enabled the R. Vogel Company of 
Hartford, Wis., to quickly obtain 
a shipment to meet a rush order 
for shoes of a type and size of last 
it needed. The Sterling Last 
Company of New York provided 
the needed lasts and the box, 
weighing 28 lb. and valued at $50, 
was forwarded by Railway Ex- 
press Agency express-plane via 
Chicago to Milwaukee. 



































































A 75% Increase 


1932 


That Sounds Like a Tall Story, 
Doesn't It? T. F. Callahan Tells 
How He Did It in the Children’s 
Department of Altman’s, in New 
York. Two Lines, Plenty of Sizes, 
Quality Merchandise With a Sell- 
ing Appeal, Plus Good Consistent 
Advertising—That’s the Answer 


l; you happen to be one of those 
shoe merchants who entertain serious doubts as to 
the profit possibilities of children’s shoes, let’s look at 
the records of a children’s department in a famous 
New York department store. 

Sales increase in 1932 over 1931—75 per cent. 
Inventory decrease—6 per cent. 

Lines carried in 1931—14. 

Lines carried in 1932—Two. 

Prices, 1931—Five levels. 

Prices, 1932—Two levels. 

Spent 60 per cent more advertising dollars in 1932 
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8B. ALTMAN & CO. 


FIFTH AVENUE AT 34th STREET 


“THREE POINT’ BALANCE 
is as important to your 
children's feet as it is to 
4 photographer's tripod 


Balta 
Propr bilt Shoes for 
Children 


are selentifically constructed to supply that balance 


Children’s feet during the growing years need to be trained to a 
true natural balance that will keep the ankles from turning in or 
out, keep the hecls from “‘running over,’ and help develop the 
foot normally and healthfully. Our exclusive Balta Propr-Bilts 
have been scientifically built just for “this purpose—to keep the 
normal foot healthy and help: the weak foot to proper growth. 


Tomorrow our demonstrators 
will be pleased to 


1. Explain the difficulties which 
children’s feet are likely to de- 
velop. 

2. Show you how the scientific , 
structure of Propr-Bilts will over- 
come or avoid these troubles. 

3. Give your children a correct 
fitting in Propr-Bilts HIGH SHOES 

Sizes 410 6...... 3.50 

Sizes 6% to 8.... 4.00 

Sizes 843 0 12... 4.50 

LOW SHOES 

Sizes 8% to 12.,, 4.50 

Sizes 1244 to 3... 5.50 

Sizes 3% to 8.... 6.75 


Altman Children's Shoes, Second Floor Also at our East Orange and White 
Plains Shop 











A typical children’s shoe advertisement, emphasizing the foot 
health appeal, by B. Altman & Co., Fifth Avenue 


than 1931, yet advertising cost for the department 
was 2.1 per cent less. 

Unit sales 60c. a pair higher in 1932 than 1931. 

That’s the record which T. F. Callahan, who buys 
the women’s and children’s shoes for B. Altman & 
Company, has made in the past fifteen months in the 
children’s shoe departments of the several Altman 
stores. 

The Callahan creed is: “If something is wrong, 
drastic steps must be taken to make it right.” Fif- 
teen months ago, the children’s department of the 
main store and suburban branches of B. Altman & 


¥ 
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Company were frankly far from well. They were 
suffering from too many prices, too many lines and 
too few saleable shoes. ‘True, that’s a prevalent con- 
dition in many stores, but the fact that it is prevalent 
is no reason why it should be allowed to exist. 

Like many retail executives, Mr. Callahan was 
faced with the problem of what to do and how to 
do it. He could start a series of “sales.” This might 
mean some immediate business, for the name of B. 
Altman & Co. has stood for good quality merchan- 
dise consistently for the past 75 years. Eventually 
this procedure would be disastrous. He could juggle 
prices, take a long mark-up, then have a drastic sale. 
There are innumerable things which might have 
been done that many other stores would consider 
strategic measures and warranted by present con- 
ditions. 


C stshen, however, decided against 
any of these compromises. He determined to have 
just two lines, one a top grade and another priced at 
a promotional level. Carry only the reasonably sure 
fire sellers. Plenty of stock on these numbers. A 
strong consistent advertising policy, which would be 
all-inclusive. 

Right here it is necessary to get this buyer’s defini- 
tion of what he terms “top grade” and “promotional” 


merchandise, as both of these terms have various 
meanings to various people. 

“Top grade” means shoes which have more than 
good quality to recommend them. They must be 
shoes which will furnish the customer with some 
logical and outstanding reason for paying a good 
price, and thus take them out of the competitive class. 

“Promotional” shoes do not necessarily mean goods 
bought at a price for sale purposes; at least they do 
not in the B. Altman stores. Here they represent a 
grade under the “top” line. Good values at a price. 
In 1931, the “promotional” price for the misses’ run 
was $2.95, while at present it is’ $3.35. 

This “promotional” line is complete, even down to 
a named line made on good fitting lasts. A coined 
store name “BALTA TREADS” identifies this line 
in the minds of the consumer, so that it is not con- 
fused with the top grade, “BALTA PROPR-BILT.” 

There is really no price resistance in the buying of 
children’s shoes at B. Altman’s. The sales increase 
proves that point beyond all doubt. Then, the fact 
that the average unit sale for the entire department 
was 40c. a pair higher in the “promotional” grade is 
sufficient evidence that the methods are successful. 

Fully 80 per cent of the entire children’s business 
is accomplished on four patterns: A plain toe oxford, 
a shield tip oxford (self and shark tip), a moccasin 





Interior of children’s shoe department of B. Altman & Co., Fifth Avenue, New York 





Boot AND SHOE RECORDER 


combining THE SHOE RETAILER, April 1, 1933 


Constant reiteration of the story of foot health and quality, through newspaper ads and windows, has helped Altman increase sales to an 
extent that seems almost incredible in view of the prevailing trend of business 


oxford and a patent one strap. But in the sizes this 
man has on his shelves all the time, even at inventory 
periods, the stock is never more than 10 per cent less 
than at the peak! 

Fifteen months ago, the stock had retail prices 
galore, styles by the hundred, plenty of shoes, lovely 
shoes—but nothing to sell save odds and ends. And 
there is no nourishment in that kind of stock. Out 
it all went! 

Two complete new lines were introduced as out- 
lined. No fancy or extreme types were included in 
the new buying program. Just those few styles which 
are the right ones for children to wear. “If we had 
gone on fancy patterns, we would have had lots of 
fancy shoes coming in and plenty of odds and ends 
to go out,” is the way this shoe merchandiser looks 
at the situation. He likes this way of doing a shoe 
business without having recourse to clearance sales 
to clean out bad buying guesses. 

A little business is lost by not having. the fancy 
shoes, but he has found in his own particular case that 
carrying shoes of this type isnot profitable. “So why 
carry them?” he asks. “Mothers sometimes ask for 
the silver, blues and greys, etc. A few may walk out 
on us, but the majority will buy. the staple dress shoes 
we carry. It is better to have one sure repeat dress 


pattern with plenty of sizes, than to have many fancy 
shoes with no sizes.” That is a sensible argument. 
At least it has proven to be so in this store, because 
the sales have increased 75 per cent in the last year, 
whereas the inventory has decreased 6 per cent. 

Mr. Callahan does not attribute the development 
and progress of the children’s shoe departments dur- 
ing the past year to any one individual factor entire- 
ly. “But the principal reason,” he states, “is our 
adoption for our top grade of shoes carrying scientific 
inbuilt features on which we have exclusive sale in 
our New York and suburban stores.” The fact that 
they are exclusive with B. Altman & Co. is very reli- 
able assurance of repeat business. 

Consistent newspaper advertising has been applied 
to the top grade which has been productive of very 
gratifying results. To quote Mr. Callahan: 

“The manufacturers of this top grade of shoes 
have coordinated in many ways toward the progress 
and development of the children’s shoe departments. 
Advertised demonstrations, conducted by their repre- 
sentatives, brought an- unusual number of new cus- 
tomers to the stores. Their efforts in coordinating 
along modern educational methods with the sales- 
people, in instructing them with regard to children’s 

[TURN TO PAGE 47, PLEASE] 





DESIGN for PROFIT 


SUCCESS in Shoe Selling Will Reward the 
Efforts of Those Who Can Visualize a PLUS 
PROFIT to Be Earned Through SERVICE 





Boot AnD SHOE RECORDER 
combining THE SHOE RETAILER, April 1, 1933 


By PAUL O. CAMPBELL 


H O WwW f O Middlesboro, Ky. 


Hit the Front Page 


\ during 
Foot Health Week 


p erhaps we in the smaller cities 
can do things that those in the big towns are unable to do 
in the way of getting real front page publicity from our 


newspapers. 
In a city of our size, every one knows every one else. 


To know the editor of the local newspaper is a help at all 
times in putting over publicity ideas. Every year there is 
Clean-Up Week, Paint-Up Week, Child Health Week, 
Apple Week and so on down the list. In spite of all these 
varied special “weeks,” sponsored by many interests, we 
manage to get our share of publicity. 

When Foot Health Week comes along, I write a column 
for the paper, take it down to the editor’s office and tell 
him that I have some real front page news for him. At 
the same time, I give him an ad for Foot Health Week 
and get that on the front page. 

Experience has taught me that if I give the editor a story 
which carries a lively news slant and write it in newspaper 
style, then hand it to him all complete, it usually appears 
just about the way I write it. Care is taken to prepare 
the article, so that it will really be news to the majority of 
the paper’s readers and not just a collection of words given 
to boosting our store. 

For Foot Health Week this year, our story is on the 
interview style and the talk runs much as though we were 
right in our store, talking face to face to some interested 
customer. There is.no doubt that we will have dozens of 
people stopping in the store immediately after the article is 
published who will want to talk over their foot troubles with 
us. The effects of such publicity are lasting and of great 
importance in building up good will. 

While this front page publicity is good, the effectiveness 
of it will soon be destroyed if it is used too often. It is one 
of those medicines which must be sparingly administered. 

The following in all probability will be what will be used 
in Middlesboro during the week of April 22 to 29 as our 

[TURN TO PAGE 58, PLEASE] 
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Sketch by Frank P. Taylor, Windo-Art Display Co., 72-82 Lincoln Btreet, Boston 


For detailed suggestions covering planning and construction of National Foot Health Week window, as illustrated above, read the 
accompanying description in article below. The Foot Health Week emblem is available in two-color poster. 


How to Build a Foot Health 


Week Window 


Boot and Shoe Recorder 
presents herewith a suggestion for a window display 
for National Foot Health Week, April 17 to 22. It 
is a simple form of modernistic window that can be 


built by the average store at a moderate cost. It is 
interesting, attractive and gets the idea of National 
Foot Health Week over quickly and easily. 

Needless to say, window displays will play a leading 
part in the successful promotion of National Foot 
Health Week. In conjunction with newspaper adver- 
tising and publicity in the news columns of the pa- 
pers, windows will form the backbone of the cam- 
paign to focus public attention on foot health and 
proper shoes during the week immediately following 
Easter. And this promotion offers the merchant the 
best means of merchandising good shoes at good 
prices, to yield a fair profit, in the period that would 
otherwise tend to show a slump in sales following 
the Easter peak. 


Practical Plans for a Striking 
Display as Climax of Campaign 


Every shoe store that sells footwear with a health 
appeal should make it a point to feature National 
Foot Health Week in its windows from April 17 to 
22. Plan to have the window in on Monday, so as 
to get the full benefit of the week’s publicity and 
promotion. Whether you decide to use this sugges- 
tion in whole or in part, make sure that you have one 
or more striking window displays built around the 
theme of Foot Health Week. If you use this win- 
dow, follow these suggestions for planning and con- 
struction. 

The background consists of a fabric drop in light 
gold. Construction of the display consists of a beaver 
board platform in two heights, the lower level being 
18 in. high. The upper level is 24 in. high. The 
platforms are covered with a waterproof sheeting in 
any pastel color, finished up with half-inch half-round 
wooden moldings with a metal finish. The uprights 
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The FOOT a Says 


"Win the Interest of Mothers and School 
Children With These Ads and Contests 
Featuring FOOT HEALTH WEEK"' 


Vike promotion plan for 


Foot Health Week can be used by one store, 
or a group of stores, cooperatively. A picture 
of a real person can be used in place of our 
sketch. The term FOOT EXPERT is used 
because it will be better understood than the 
more “high hat” titles. 

The contest should be announced about ten 
days ahead of FOOT HEALTH WEEK, 
and referred to in the ads of “The Foot 
Expert Says” series. Check up on distribu- 
tion. If postal rules affect the newspaper 
publication, distribute circulars to the school 
children—a good plan in any event. The 
judges should be well known people, prefer- 
ably professional. You could arrange and 


announce free foot examinations to all con- 
test entrants. 

The ads should begin to appear about two 
weeks ahead of FOOT HEALTH WEEK, 
and continue through the event. If more 
than two a week are needed, you can prepare 
others along the same lines as the six given. 

As another tie-up in the campaign, the 
FOOT EXPERT could make talks to the 
various groups—schools, police, radio, etc. 
—as suggested in BOOT AND SHOE RECORDER 
program suggestions for FOOT HEALTH 
WEEK. 

These ads also offer numerous suggestions 
for show card wordings to use during the 
event. 


FOUR ADDITIONAL ADS FOR THIS SERIES 


The FOOT EXPERT Says 
"Toes should always point straight ahead 
when walking." 
Toeing out when walking throws more weight on the 
inner side of the feet than nature intended; ligaments 
become longer, followed by a change in the relative 
position of the bones, and a painful foot disorder. 
Wrong shoes can cause toeing out. 


HAVE YOUR FEET EXAMINED DURING 
FOOT HEALTH WEEK 


The FOOT EXPERT Says 

“When you try to fool your feet the joke 

is on you." 
Failure to give your feet the proper support to aid 
them in carrying your weight properly balanced 
eventually costs more in comfort, cash and health 
= getting good shoes, correctly fitted, in the first 

ace. 


CHOOSE SHOES THAT FIT CORRECTLY DURING 
FOOT HEALTH WEEK 





The FOOT EXPERT Says 


"Every pair of children's shoes should be 
fitted at the store before being worn." 
There's a gradual, constant change in the growing 
foot. Accurate fit is essential to meet these condi- 
tions, otherwise lasting harm will be done to the struc- 
tures of the feet. Take no chances. Have children’s 
new shoes fitted every time. 


HAVE YOUR CHILDREN'S 
FEET EXAMINED DURING 
FOOT HEALTH WEEK 


@ 
The FOOT EXPERT Says 


"No woman can be a good pal when her 

feet hurt." 
Stinging, burning, blistered feet will ruin the best 
nature in the world. Ill-fitting shoes will spoil a dance, 
a hike, a golf game or any other enjoyment. Sounds 
amusing—but it's serious for her when a pleasant 
girl becomes an irritable companion. 


CHOOSE SHOES THAT FIT CORRECTLY DURING 
FOOT HEALTH WEEK 
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THE 
FOOT EXPERT 
B™- = Says: 


"Keep children's 
foot bones straight 
so nature can make 
them strong." 


Most deformed feet become deformed in 
childhood; wrong shoes are the cause. Cor- 
rect shoes, ale fitted, will prevent weak 
feet, broken arches and many other ailments. 


HAVE YOUR CHILDREN'S 
FEET EXAMINED DURING 


FOOT HEALTH WEEK 
APRIL 17 TO 22 
@ 
YOUR STORE NAME 











THE 


FOOT EXPERT 
> Says: 


"Correct shoes 
are as important as 
correct food to 
your child's health." 


You can't build a strong body when incorrect 
shoes are deforming the feet and wrecking the 
nervous system. Correct shoes are literally the 
foundation of good health. 


HAVE YOUR CHILDREN'S 
FEET EXAMINED DURING 


FOOT HEALTH WEEK 
APRIL 17 TO 22 
“ 


YOUR STORE NAME 











Lies FOOT EXPERT announces 
A CONTEST FOR BOYS AND GIRLS! 


Boys and girls of (town name) grammar schools, | want you to accept this invitation to 
write a short essay on a subject of great interest and importance to every one of us— 


"Why and How We Should Take Care of Our Feet" 


You know that you can't feel good when your feet hurt. You know that wrong shoes 
CONTEST will ruin your feet. You know a lot of interesting things about why and how we 


JUDGES— should take care of our feet, so— 


Write Your Story and Try to Win One of the Prizes to Be Awarded 
During FOOT HEALTH WEEK 





e First Prize Second Prize Third Prize 








CONTEST (——————_) (—_——_—_ {_——_—_} 
CLOSES 
APRIL 15, 1933 





Write plainly—print your name and address at the top of the first page—mail your essay to 
- reach me by April 15th 


PRIZES THE FOOT EXPERT 


AWARDED 
APRIL 21, 1933 STORE NAME HERE 
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Give ‘Em FITS to 


NATHAN HACK 


Health education as fostered 
by the medical profession and its co-workers has 
made wonderful strides in enlightening people on 
health subjects and in reducing the mortality rate 
to a minimum. Foot health has also come in for its 
share of observation, causing millions of Ameri- 


cans to become foot-conscious. It is up to us shoe 
men, who are interested both in our own industry 


Remember 


You By 


By NATHAN HACK 


Hack's Orthopedic Shoes 
Detroit, Mich. 


and in our fellow man, to carry on the medical man’s 
gospel of foot-care. 

Selling only shoes may become an extinct art; 
proper fitting of feet must become its successor. 
Fitting feet will prove more profitable than the 
mere selling of shoes. Both the merchant and the 
public will gain by this newer method of foot 
rendering service. 

Before going much farther, I want to emphasize 
right here that I have no intention of advocating 
the abolition of Dame Fashion’s type of footwear 
which is so near and dear to the feminine heart. My 
aim is merely to point out the importance of cor- 
rectly fitted footwear to one’s health. If the foot 
fitting profession is to reach its pinnacle of perfec- 
tion, it must be placed in the hands of competent 
and highly trained men and women, who thoroughly 
understand foot functioning in all its branches. We 
must have men and women who will prove capable 
in their task of advising patrons as to the type of 
footwear that will best suit their individual foot, 
rather than merely letting the customer buy “another 
pair of shoes.” 

One of the shoe industry’s greatest cries was to 
sell customers more than one pair of shoes, thus in- 
creasing the volume of both the manufacturer and 
the retailer. A gigantic publicity campaign, started 
some five years ago for that purpose, proved futile 
because the promoters of that well meaning plan 
lacked scientific proof as to why people should pur- 
chase more than one pair of shoes at a time. 

Selling two or more pairs of shoes to a customer 
is an art that can best be mastered through a thor- 
ough knowledge of the human foot and its actual 

[TURN TO PAGE 40, PLEASE] 
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ARE. 
YOU READY 
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The RENO 


Treadeasy Little- 
way Construction 


- White gid, 3.65 


ROGUE 
SANDAL 


Treadeasy Litt 
way Construction 


PERF@RATED SHOES! 


@ It’s here now—the biggest foot- smart perforated styles shown on 


lan s | wear hit in many seasons—per- this page. Every pair is completely 
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” be a “jig-saw puzzle craze” of the and will be ready for your emer- 
and shoe world. Someone has said gency call when the buying wave 
— “four out of five will want them”, _ its you. 
v 
My a an adequate stock on Remember — PERFORATED 
cor. ee SHOES — IN STOCK — at P. W. 
al No, 4058 Blue Witlow Forseeing the trend, we have pyra- MINOR & SON, INC., Batavia, 
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of Y REG.U.S. PAT. OF Fe 


:. SS SHOES 


her 
i mg, P. W. MINOR & SON, INC., BATAVIA, NEW YORK 
ti —_— NEW YORK SAMPLE ROOM—ROOM 429, MARBRIDGE BLDG., 47 WEST 34TH STREET 
and 9089 9 White Kid sé The BELLE 
Treadeasy Little- ys The CAMPUS 
ted way Construction — Welt Construction 
i i. The PONZO ? 
tile = . DeLuxe Littleway 
lan ; ‘ , Construction 
ur- 
her ai No. 3010 Black Gall o.oo... $3.65 
or- Bei oe Willow Calf .... 3.65 
be White cal 
3 {Bieck Yt Belge) ey) 6-9, AAA 
ual - 5.9 AA 42-9, A 4 No. 0462 Dark Beige 
Calf 3.15 {whitey a Pe AKA 5-9, AA w Calf .. $3.15 
E] 0917 White Gaif::: 3. o-9, A Brown AWiliow Calf ‘Trim 
AAA to B 3-9 tat 165, Heel 16/8 ‘coaticcntal Wood A to C 342 to 9 





When writing advertisers please mention Boot and Shoe Recorder 





Boot AND SHOE RECORDER 
combining THE SHogE RETAILER, April 1, 1933 


Why Is a CORN? 


A Common Foot Trouble That Needs 


More Consideration From Shoe Fitters 


By DR. A. SCHWARTZ 
Bridgeport, Conn. 


C enie (most common of all 
foot ailments) must enter into the consideration of 
all good shoe fitters. At how many fittings have you 
heard your customer complain “when your feet hurt, 
you hurt all over”? The customer does not expect 
but hopes that you may advise him intelligently. 

Most prominent of all questions troubling the lay- 
man and the shoeman are: (1) What is acorn? (2) 
What is its cause and cure? and (3) What is the 
relationship of shoes to corns? 

Corns are not unnecessary evils attaching them- 
selves to feet promiscuously. There is always an 
underlying cause responsible for their growth, and 
with that cause eliminated, they are usually curable. 
It has been definitely proven by clinical and shoe 
store records that shoes are responsible for at least 
90 per cent of all corns. Proof of this is offered by 
the following example: An individual who has been 
bedridden for a period of two months or more will 
discover to his amazement that his corns have dis- 
appeared. After a month of wearing shoes, follow- 
ing his discharge from bed, the corns will reappear 
at their previous sites. No more convincing proof is 
necessary to corroborate the above statement. Mod- 
ern shoes are basically the cause of corns. 

For all practical purposes, then, it is agreed that 
shoes are the fundamental cause and cure of corns. 
An enormous percentage of these growths can be 
eliminated by the conscientious and well-trained shoe 
salesman. When shoes are both the causative and 
curative agents of corns, the natural conclusion is 
that in the judgment of the shoe fitter lies the bal- 
ance between cause and cure. 


Now let us get to the “kernel” of this corn situa- 
tion. A normal, unblemished foot molested by the 
pressure of ill-fitting shoes must retaliate with corns. 
Why? Because the foot is forced into malposition 
by the poorly-fitted shoe long before the period of 
“breaking in” of the shoe has ended. It is really 
the foot that is “broken” in this “breaking in” proc- 
ess. The first reaction of the foot to ill-fitting shoes 
is mechanical (the foot being forced to adjust its 
size to that of the shoe): (1) doubling of joints of 
toes, (2) overlapping or too close proximity of toes. 
These reactions predispose the toes to the initial irri- 
tation. 


Now let us examine the most 


common site of corns—the little toe. This toe is 
composed of three bones and two joints. Because 
joints are the logical points of corns, we have two 
potential areas to consider. An ill-fitting shoe forces 
the tip of the little toe to double on itself or swing 
under, above or too closely to the fourth toe. In any 
case of these malpositions, the joints are exposed to 
irritation. When the toe is doubled, the joint is 
raised, so to be irritated by the toe-box of the shoe. 
Where the toe is forced under the fourth toe, it must 
withstand body weight at an angle and be irritated 
by the innersole of the shoe. 

In the case of the little toe being above the fourth 
toe, it is again even more severely irritated by the 
toe-box of the shoe. And when the fifth toe is too 
close to the fourth, the corresponding joints irritate 
each other to develop soft corns. Soft corns are not 
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ROBERTS, JOHNSONS RAND 


Branch of international Shoe Co 


A STAR BRAND SHOE ; @ 
ST. LOUIS, MO. 
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Editor 
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Forced to Increase Prices 


‘Phere is much reason for labor 
discontent, for a number of things have been done in 
all industry that would not be tolerated if conditions 
were anywhere near normal. The shoe industry was 
one of the first of the industries to have sectional 
labor troubles. 

A point for us now to consider is the possibility of 
the price of shoes being forced higher by the pressure 
of labor. 

The government is not unaware of the situation 
that has developed in the Northeast section of the 
country, for the Labor Department has had investi- 
gators contacting the workers, the unions and the 
manufacturers. In all probability, the next move on 
the part of the Labor Department will be investiga- 
tions of exploitation of labor by manufacturers who 
have profited by unfair practices. When their books 
are examined, we hope that they will go right to the 
bottom in investigating plants that put financial pen- 
alties upon workers. 

Is it any wonder that there has been unrest when 
there are so many examples of labor exploitation? 
Many manufacturers, in the mad rush for business 
at any old price, have squeezed labor to impossible 
levels. For this reason, all the forces for social good 
have been sympathetic with some of the strikes 
against some of the manufacturers. The unfortunate 
thing about labor strikes is that it oftentimes hits 
both the good and the bad. The strikes of the past 
few months have been no exception to that. 

A number of mail order and chain organizations 
have been greatly disturbed by the fact that they will 
not get the thousands of pairs of shoes that they need 
for Easter business. Their catalogs and promotions 
are already in distribution at price levels based on 
low factory wage scales. Some of these organiza- 
tions will now have to go out into the market and 
buy stock shoes from reputable houses and in some 
cases pay more for the shoes than the prices printed. 
They will be forced to do a lot of substituting, but 
in the long: run the bitter lesson will be taught-—that 


it is better to pay a price for a shoe at the source that 
permits of a decent wage scale. In the last analysis 
—shoes that are bought on starvation wage scales are 
not profitable to any handler—much less the ultimate 
wearer. 

A temporary lull in one big battle of wages is now 
taking place. Many manufacturers who have worked 
more diligently with the “chisel” than they have with 
the “golden rule,” have signed the union agreement 
with their tongue in their cheeks, and may be ex- 
pected to start the fight again with lockouts after the 
completion of the Easter run. Of this we are con- 
vinced—that shoe labor trouble in parts of the coun- 
try, and labor trouble in other industries as well, is 
going to be much worse before it gets better. De- 
structive competition hasn’t ceased, neither has self- 
ishness all down the line been obliterated by forward 
movement out of Washington. 

Some interest has been stimulated in limiting work- 
ing hours as a practical means of sharing the work, 
but that proviso may be both impractical and uncon- 
stitutional. Past experience in labor study has shown 
many men that a reduction in hours of work and 
other restrictions has always in the past been followed 
up by an increase in compensation—not only an in- 
crease in the scale rate, but also an increase in the 
number of dollars received per week. The impor- 
tant thing is a fair wage for a good day’s work. 


For the moment, the industry is 
several million pairs short of production of very 
cheap shoes which may mean that those volume dis- 
tributors will lose sales for Easter, which other stores 
will gain because of having wanted stock on hand, 
in the stores, at/ the right time. This condition con- 
tinues the unsettled feeling in the very low price shoe 
field operating through what is termed in the trade 
“chiseling manufacturers.” 

There is a possibility of still further curtailment 
of “dollar cheap” shoes. 
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DOUBLE-WEAR 


DRYDEN Success can be directly attributed to the in-built DRYDEN Soles and Heels are available in solid and com- 
quality and distinctiveness of each of the wide variety of bination colors—in designs that are modern, youthful and 
Dryden Soles and Heels. By offering manufacturers, stylists captivating in appearance—for all types of sport, golf 
and retailers something finer, something more distinctive, and walking footwear. Special designs for children's, 
at prices in keeping with economic conditions the name misses’, women's and men's footwear. All built to the 
DRYDEN has spread to the four corners of the shoe- high standard of Quality as established and maintained 
making world and won for itself an enviable reputation. by Dryden for a long period of years. 


DRYDEN RUBBER CO. 


CHICAGO, ILL. 
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cere 
q | quality of Packard 


shoes has never been questioned. Superb craftsman- 
ship and unceasing surveillance of material quality 
guarantee a uniformity of value which has built the 


Packard reputation. 


Among the many styles made of Ruby Black Kid the 
shoe illustrated is the Bretton, stock number 415. 
John R. Evans & Company, Camden, N. J.; Philadel- 


phia, Boston, Cincinnati, St. Louis, Milwaukee. 
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NEWS from the 


Advance 
Trends 
for FALL 
Shoe 
STYLING 





FIRST WE HAD SPATS 
and Now the SPAT SHOE 





HEY had a big Fashion Show at Saks-Fifth Avenue the other day. (Three 

thousand people in two days came to celebrate the opening of their “Petites 
Modernes” Fashion floor for young things.) This checked costume, worn by one 
of the debutante mannequins, scored a big hit. It was worn, as you see, with 
patent leather pumps and checked spats to match the suit. 


This promotion of ankle-high spats in woolens or fine felt has been well- 
timed. It fits in with tailored, boyish clothes. It has just the right jaunty sort of 
something to it. And it suggests the possibilities of the spat shoe as an advance 


idea for Fall shoes. 


We asked Edouard, shoe stylist and custom bootmaker, to do us a special 
spat model. Here it is in a button oxford, with a lighter leather top and the spat 
suggestion carried out even down to the simulated strap under the sole. 


The spat shoe is really a new form of the 60/40 shoe we have been talking 
about so much and in which we believe so firmly as an Autumn shoe fashion. 
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FASHION 
FRONT 


What Schiaparelli Means 
to Fashion 


OU know that Schiaparelli, bright particu- 

lar star among the French dressmakers, is 
over here on a visit. Have you seen her “Tray 
Shoulder?” And do you know about her ‘Eel 
Gray?” 

This tray shoulder, hung about the collar- 
bone like the model in the photograph, is the 
most striking silhouette that came out of the 
Paris openings. In any number of variations, 
it’s having an enormous influence on ready-to- 
wear. All the newest coats have these squared- 
up shoulders and interesting detail at the sleeve- 
line. Just when everybody thought that big 
sleeves had run their course, Schiaparelli gave 
the top-heavy silhouette a new lease on life. 

This new expression of high and wide shoul- 
ders means a bigger and better future for high 
cut shoes. Our spat shoe is one answer. There 
are rumors of eight-button oxfords and crimped 
vamps and high-riding Theo tie effects. The 
last maker is thinking about lasts that will give 
the necessary fullness over the instep. The 
usual pump last will not do the job. The shoe 
designer is considering how he can make a high 
shoe that isn’t a heavy shoe. 

And as to Schiaparelli’s Eel Gray. You’ve 
seens eels. (In oyster bar decorations if not in 
their native haunts!) Dark, browny gray. 
Sleek and slick. That’s the character of this 
new color. It is being put forward as an ad- 
vance coat color to take the place of the dark 
brown we have had for several seasons. It is 
a logical successor to the putty beiges and 
greiges of this Spring. A color that can be 
contrasted with any number of other colors and 
worn with either the gray or beige-to-brown 
family of accessories and furs, it is a versatile 
choice for Winter costumes. 

The leather houses are all agog about Eel 
gray. It is going to make gun metal silk kid 
important, we think, for trimmings and in com- 
bination shoes. It is going to be fine as a suede 
and kid color, particularly in shoes that are 
stitched or tucked. 
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The Edouard Shoe we are showing here is in Eel gray suede, briar stitched 

in a lighter tone . . . an advance Fall model or a very high fashion for 

immediate wear. New shoes for Fall will feature such tailored treat- 
ments of the leather, new stitching, new tucking and perforating. 


Be sure and note the hat in the photograph. It is Schiaparelli’s “Circus 

Hat.” The little, shallow crowned pancake type is on its way out. Women 

are accepting hats based on the Turkish Fez, on the Austrian Coachman’s 

hat or clown caps, like the one pictured. What does it mean in shoes? 
Just another argument, we say, for high cuts for Fall. 
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THE SHOE STORE 





A Working Schedule for Busy 


Merchants 








FIVE Saturdays in 

April! Be sure that 

you have special sell- 
ing plans for each one. Are 
you giving Hosiery extra 
table and counter space 
during this ~~ Easter sell- 
ing season? ow are you 
planning to promote Na- 
tional Foot Health Week, 
April 17-22? 


“TWO Weeks Until 

Easter” should be the 

theme of the new win- 
dow displays you put in to- 
day. Start the month with 
a thorough stock-check to- 
day too. Mark down the 
slow sellers and make sure 
you're not going to be “out” 
of good sellers before 
Easter. 


ARE the new golf ox- 
4 fords and sports shoes 

in stock? A _ postal 
card announcement to mem- 
bers of the local country 
club will bring some busi- 
ness. And how about a 
letter or mailing card fea- 
turing one of your best sell- 
ing styles of women’s 
spring shoes? 





RUN a style ad in to- 

day’s paper—and give 

Hosiery a good space 
in it. April is usually a 
rainy month. Are you 
pushing the sale of umbrel- 
las and rubbers? Your 
plans for National Foot 
Health Week should be 
well under way by now. 


THIS is kite season. A 

kite free with every 

pair of boys’ shoes will 
make a lot of sales for you, 
and at little cost. Another 
good stunt is a kita-making 
contest with several inter- 
esting prizes for the best 
ones submitted. These are 
good sales stimulators. 





YOU’LL want a big, 

powerful ad in today’s 

paper, built around the 
theme “One Week Until 
Easter.” Have several 
good leaders, using for this 
purpose some of the slow 
sellers which you uncovered 
and marked down when you 
made your last check of 
stock. 


GIVE every purchaser 
8 of shoes today a card 

reading, “When you 
need new laces, shoes 
cleaner, polish, brushes, 
etc., we have them at lowest 
prices.” To cach card at- 
tach a pair of laces. This 
will boost the sale of find- 
ings and customers will ap- 
preciate the extra laces. 











selling. Today’s win- 

dow trims should be 
knockouts! Make them as 
interesting as you know 
how, with plenty of “talk- 
ing,”’ selling price cards and 
display cards. Make sure 
your advertising and win- 
dow displays are all set for 
National Foot Health Week, 
starting next Monday. 


10 LAST week of Easter 


mailing card today 

announcing an 
“Easter Week Selling of 
Smart Footwear at Inter- 
esting Prices,” with two or 
three price quotations? 
Make it short, and snappy. 
Word it so it conveys the 
idea that your shoe prices 
are really SPECIAL now. 


11 WHY not send out a 


SHOE business will 
12 be good after Easter. 

Have you new styles 
coming in? Have you any 
plans to keep business com- 
ing for the balance of the 
month? How about an 
April Shoe Event beginning 
next Monday to clean up 
stocks and hold up your 
volume of sales? 





to draw people into 

the store. Place a 
tangled mass of shoe laces 
in the window with a card 
inviting wow nnigy A to come 
in and register their guess 
as to the number of laves. 
Offer a pair of shoes to the 
one who makes the most ac- 
curate guess. 


1 HERBE’S a good stunt 





TONIGHT’S ad must 
1 be a big one—-and a 

real SELLING ad! 
And the window should be 
freshened up today to, to 
put emphasis on the styles 
you want to clear out. 
special Easter Hosiery offer 
for Saturday will add 
“punch” to both your news- 
paper ad and your win- 
dows. 





THIS should be a 
15 BIG day. Spend 

every minute of your 
own time in selling, and 
seeing that customers get 
attention. Why not give 
every youngster who comes 
in with grown-ups a bag 
of candy Easter eggs? Ad- 
vertise National Foot 
Health Week in Sunday’s 
papers. 
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CALENDAI 


FOR + « + 
APRIL 








To Produce More Profit Through Planning 





Health Week domi- 

nates. Be sure to 
have an_ effective Foot 
Health Week window. Run 
a Foot Health ad in to- 
day’s papers and have re- 
prints of it distributed from 
house to house today too. 


17 NATIONAL Foot - 


your Foot Health 

Week ad to your cus- 
tomer list today, with a let- 
ter explaining the impor- 
tance of foot health and 
why it deserves special at- 
tention in springtime. Work 
with other merchants on 
radio and newspaper pub- 
licity. 


1 MAIL out reprints of 


play up orthopedic 

number in the center 
of the window as “Today’s 
Best Buy for Foot Health 
Week.” This will give you 
a chance to put special 
pressure on the numbers 
you want emphasized. In 
each case the price should 
be featured. 


1 EACH day this week 


for any Saturday. 

Secure a useful kit- 
chen item, such as a big 
mixing bowl, and feature 
it in your window as 
“FREE With Every Pair 
of Women’s Shoes Today.” 
Why not arrange now to 
get such an item so you can 
use this stunt some time 
next month? 


2 HERE’S a good stunt 





0m for a sale at 

this time of year. 
Next week is a good time. 
So make tonight’s ad an an- 
nouncement of sur April 
Shoe Event. :; ime some 
particularly goud specials, 
and see that they are fea- 
tured in the windows. 


21 ONE week is long 


baseball team that is 

popular, get up a 
little card that can be con- 
veniently carried in pocket 
or wallet, listing the sea- 
son’s games. This will keep 
your advertisement before 
a lot of local men all sum- 
mer long at a very low cost 
to you. 


2 IF your town has a 


until Monday to 

change your. win- 
dows, do it tonight, after 
hours, so your sale windows 
will be ready Monda z- 
After your sale display the 
smartest style windows 
that you can devise. Play 
up sports wear. 


22 INSTEAD of waiting 


2 6 HOW about running 


paper headed 

Week Special” and offering 
a good shoe value, or a 
three-pair box of women’s 
hose at a price? Have you 
checked over the news- 
paper’s mat service recently 
for new illustrations that 
you will have use for? 


is not far away. It 

is time for you to be 
securing a list of the local 
graduates for whatever spe- 
cial advertising you will 
wish to do in May. Yon 
can begin mentioning Grad- 
uation in your ads and in 
row window displays now. 
00. 


2 GRADUATION time 


ARE there any in- 
24 stitutions, orphan- 

ages, etc., in your 
town? Did you ever go 
after their shoe business? 
Of course you'll probably 
have to name low prices, 
but on quantity sales you 
can afford to do this, and in 
1933 you need every dollar 
of volume you can get. 


tonight, and give the 

sport footwear’ line 
emphasis. <A good special 
or two will help bring peo- 
ple in tomorrow. at 
plans have you made for 
May? It can be a good 
month if you plan a vigor- 
ous advertising and selling 
campaign for every busi- 
ness day. 


2 RUN a good style ad 





LAST chance to 
2 make April a big 
month! Did you 
liven up your windows for 
today’s selling? Have you 
changed your window back- 
ounds and your interior 
ecorations since Easter? 
If not this should be on 
your program for next 
week. Get the store in its 
summer dress. 























and National 
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Percentage Leases; 
How They Operate 


Do You WORK for 


































Daring the past two or 
three years, or since the beginning of the depression, 
much has been heard about “percentage leases” 
contra to straight or fixed rentals. Unquestionabl; 
this is because of strenuous efforts all retailers hav: 
been making to secure adjustments of existing lease: 
calling for the payment of rentals way out of propor- 
tion to gross sales and the substantially smaller uni: 
of sales in dollars, which have required a readjust- 
ment downward in practically all items of overhead 

Percentage leases are of comparatively recent origin 
in the general world of retailing. This form of paying 
rental came into prominence with the development and 
expansion of the chain store. As these organizations 
prospered and extended their operations, the practice 
became more or less general of making store leases 
wherein the rental was based upon a certain percentage 
of the gross annual business. It is only within the 
past year or two that independent retailers became in- 
terested in percentage leases. Since then the plan has 
become of more or less general interest to all retailers. 


Pp ercentage rates are determined only 
after a thorough study of a merchant’s potential sales 
volume in the location, the average annual turnover 
and the prevailing rate of mark-up for maximum 
sales. Fast selling merchandise, showing a low 
mark-up, pays an average rate. The jewelry store 
with a low turnover, but large unit sale and high 
mark-up pays the maximum rate, as does the refresh- 
ment stand with its fast selling, high profit, but low 
sales unit. On this basis the shoe store with a low 
turnover and comparatively low mark-up should enjoy 
a low rate. 

Now what is a percentage lease? A percentage 
lease is a rental contract which provides for the pay- 
ment of a certain predetermined per cent of the net 
business ; that is, gross business less merchandise re- 
turned, done in and upon the premises under lease. 


Percentage leases have been divided by experts into 












ite 


iF 


vO Or 
ssion, 
ases”’ 
nably 
have 
eases 
opor- 
uni! 
just: 
head 
rigin 
ying 
- and 
tions 
ctice 
aSeS 
tage 
| the 
e in- 
has 
lers. 


only 
ales 
ver 
1m 
low 
tore 
igh 
esh- 
low 
low 
joy 


age 
ay - 
net 








Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, April 1, 1933 


35 


Present day rentals, in many instances, are way out of propor- 


tion to gross sales and smaller unit sales in dollars. The following 

summary gives the results of a study by the National Shoe 

Retailers Association, pointing to "percentage leases" as an 
answer worth considering. 


the LANDLORD ? 


the following general types, of which the first two 
are in most common use: 


(A) REGULAR PERCENTAGE WITH MINIMUM 
GUARANTEE. This is the simplest and most com- 
mon type. 

(B) NO-GUARANTEE FORM. This type usually car- 
ries a recapture clause giving the owner the right to 
cancel after a reasonable time (usually six months) if 
the business fails to reach a predetermined volume. 


(C) THE MINIMUM-MAXIMUM FORM. This pro- 
vides a minimum guaranteed rental and also specifies 
the fixed maximum rental which the owner may realize 
under any circumstances, regardless of how large the 
tenant’s volume of business may become. This type 
is fairly rare and is considered by students of the sub- 
ject to be neither equitable nor sound for the property 
owner, because it may deprive the owner of his 
justified share of the profits if the business should 
prove unusually successful. 

(D) THE COMBINATION OF FIXED RENTAL 
AND PERCENTAGE FORM. This is a variation 
of type “A,” in which a certain portion of the term of 
the lease calls for a regular fixed rent, and the balance 
of the term provides a minimum guarantee on a 
percentage basis. This type is not common. It actual- 
ly amounts to two leases running consecutively; one 
fixed rental and one percentage form. 

(E) THE PART NO-GUARANTEE AND PART 
MINIMUM-GUARANTEE FORM. A good ex- 
ample of this form of lease is one that a store in 
Chicago made some time ago. The first seven and 
one-half years of the term carried no minimum guar- 
antee. The percentages payable on net business for 
the entire 15 years were as follows 

Eight per cent up to $200,000 
Nine per cent on the next $50,000 
Ten per cent on all business over $250,000 


The lessor reserved the right to cancel the lease 
(recapture clause) at the end of seven and one-half 
years, or at the end of any year thereafter upon 90 
days’ notice, in event the lessee had not done, during 
the year immediately preceding the date of such can- 
cellation, a business sufficient to insure a rental for 
that year of $24,000. 

In event of a failure to reach the rental mentioned, 
and upon receipt of cancellation notice, the lessee had 
the right to make up the deficiency in rent and remain 
for another year, at which time he could repeat the 
performance from year to year. 

This type of lease is an example of what property 
owners and realtors call “the sliding-per-cent-feature,” 
which is applicable to any of the types of percentage 





leases described, A., B., C., D. or E. It will be noted 
that the gradation of percentages on scales is UP- 
WARD as the volume increases, and not downward 
as frequently was the case until a few years ago when 
owners and realtors began to study and ‘understand 
retail merchandising. 

“The sliding-per-cent-feature,” so-called, now is 
accepted as the scientific method of grading percent- 
ages, for the simple reason that the more business the 
tenant enjoys, the larger is the per cent which he is 
able to pay, for his original cost of merchandise and 
his overhead are naturally less, per sale unit, on a 
large volume than on a small one. 

The feeling exists among realtors that the “sliding- 
scale-percentage” idea will probably be more used 
in the present market because the tenant has the upper 
hand, and having the upper hand, will succeed in 
driving the initial percentage low. The realtor’s posi- 
tion then is to point out to the lessee the simple fact 
that the larger the production of sales the lower the 
unit cost, and thus the upward grade is established as 
the “correct” or “scientific” method of figuring per- 
centages. 


“These are several variations of the leases 
already described. Some contain conditional clauses 
concerning the opening of other stores within a given 
radius; as to when adjustments of rental and sales 
be made, at the end of the rental year, quarterly or 
semi-annually. When there is a fixed minimum guar- 
antee, settlements should be made annually. In other 
cases, quarterly settlements are most common and 
usually satisfactory. 

If there is a fixed minimum guarantee what should 
it be? This is not easily answered. It is the popular 
belief that the minimum should represent 60 to 80 
per cent of the owner’s asking price. If the asking 
price is fair for the line of business represented, this 
60-80 per cent is said not to be out of line. Some 
agents get all the guarantee possible out of tenants 
[TURN TO PAGE 45, PLEASE] 
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The First Card in the 
New Deal 


Assures a successful Foot Health Week 
Promotion with these striking 


FOOT HEALTH WEEK 
~~ COLORED POSTERS 


SIZE 17 x 22 INCHES 
A Necessary Store Tie-Up 


These posters can be used as a back- 
ground for your window and store dis- 
play. 

Attractive and compelling in design, they 
will make your store the center-piece of 
interest in this great national promotion 


of Foot Health Week. 


FOOT HEALTH WEEK 
POSTERS 


17 x. 22 
In Two Colors—Apple Green and Black 
3 for $1.00 
19 for 2.00 
20 for 3.75 
30 for 5.00 
100 for 15.00 


Why not place a quantity order for all Shoe Stores in your community who 
cooperate in 


NATIONAL FOOT HEALTH WEEK 


Boot & Shoe Recorder 
239 West 39th St., New York. 

















Enclosed please find postal money order for 
National Foot Health Week Posters. 


_ PLEASE MAKE CHECKS PAYABLE TO BOOT & SHOE RECORDER 
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THE OUTSTANDING LINES TO FEATURE 
FOR FOOT HEALTH WEEK 


METATARSAL 
ARCH-RELIEF 


GRANDE 


N8i0 $5.10 
= = ae four eyelet tie with punch 

k kid collar and apron with 
on hard lay. 42 last. 16/8 
covered heel. Goodyear Welt. 


c8i2 $5.10 
Same in sand kid with mauve kid 
collar and. Cw with lizard inlay. 
Goodyear Welt. 


AAAA to C 


. Black Boroso calf 
front. 4 a 16/8 covered 
Goodyear Welt. 


AAAA to C 


IN STOCK 


MARIMBA 


C}TEE .ccccccccccccccccccccece ee 
All mauve = four eyelet tie. 

arter. Brown calf tip, 
— and” facing. 42 last. 16/8 
brown calf covered heel. Cosmo Welt. 
N712 . 
Same in all blue | with grey lizard 
facing. Goodyear Welt. 
K7IS .cccccccccrece 


Same in dull finished black kid with 
genuine black Calcutta lizard facing. 
Goodyear Welt. 


w7i4 . - $4.50 


Same in white kid with white lizard 
facing. Cosmo Welt. 


AAAA to C€ 


BEBE DAN 


K715 $4.50 
All dull ‘Sinished black kid with dull 
finished black kid bow. with silk ki 
La 16/8 — Spanish heel. Last 


Cosmo 


OR Rase kid. Brown kid 


W730—All white kid 
AAAA to C 


B86 $4.85 
All brown kid four eyelet tie with 
brown whipsnake quarter inlay. Hiss 
shank. 12/8 leather heel with rubber 
top lift. No. 2 last. 


$4.75 
Same in black kid with black whip- 
snake quarter inlay. 


AAAA to D 


Four eyelet tie. Dull finished black 
id vamp. quarter and tip with grey 


14/8 covered heel. Dr. 
No. 4 last. 

C884—Same in sand kid 
N824—Same in blue kid 
W954—Same in white kid 


AAAA to C 


ARCHLOCK 


WALKER 


LU?) ee erececece $4.75 


- Six eyelet. blucher tie of all blacx 


9/8~Ieather heel with rubber top 
Dr. Hiss shank. No. 1 last. 
Goadyear Welt. 


AAAA to D 


K853 $4.75 
Five eyelet tie. Black kid vamp and 
quarter with dull black calf apron 

tongue. 12/8 leather heel with rubber 
top lift. Dr. Hiss shank. No. 3 last. 


B863 $4.85 
Same in brown kid with brown calf 
apron tongue. 


AAAA to D 


Write for our complete IN-STOCK catalogue which is just off the press. 


THEWVALKER T. DICKERSONcO 


COLUMBUS, OHIO, U.S. A. 





When writing advertisers please mention Boot and Shoe Recorder 





Boor anD SHOE RECORDER 
combining THE SHOE RETAILER, April 1, 1933 


A Challenge! 


wW 


es has replaced the Wolf at 
the Door. Opportunity is challenging 
every true American right now to prove his 
adaptability to startlingly new conditions which 
indicate the firm foundation upon which our 
next forward movement will begin. 

Our mistakes, blunders and errors of judg- 
ment of the past few years have sunk deeply 
into the soil of experience and have fertilized 
and enriched that soil to a marked degree. 

And, from that soil, seeded with new hopes, 


ambitions and energy, will spring forth a new 
prosperity far more secure than any we have 
yet known. 

However, we cannot look forward to a secure 
prosperity until we have eliminated and re- 
covered from the predatory methods which in 
the short period of two years have almost en- 


gulfed us. 
Since the first tragic phase of our recent 


BASIC PRINCIPLES 


in action. 


WwW 


depression, man has come to believe that the 
“dog eat dog” policy was the only one of sur- 
vival. This predatory policy, which is by all 
the rules of life’s contest an economic fallacy, 
has degenerated into a self-elimination contest 
whereby the dog has endeavored to devour him- 


self. 


No man can build safely for himself without 
considering the safety and welfare of others. 
Selfishness of the ruthless type will destroy itself. 


Our modern and complicated civilization, 
which has created a standard of living un- 
equalled in the world’s history, is predicated 
upon the economic safety of the many rather 
than of the few. So, those of us who are depend- 
ent upon the rapid turn of the wheel, the steady 
employment of human beings, the regular flow 
of merchandise and the satisfaction of the great 
consuming public, should be the first to recog- 
nize and encourage the following 


OF PROSPERITY: 


Money is merely a medium of exchange which has no value unless it is 


The purpose of money is to stimulate the exchange of goods and services 


for human needs. 


Man must work to live, and money in motion is a prime essential to full 


employment. 


Low wages, cheap merchandise and idle men mean hard times. 


Decent wages, honest merchandise and busy men mean good times. 


Both men and money in action mean Profit. 





Sect 6 TEE 


President, Boot and Shoe Recorder 
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Poll-Parrot Health Shoes 


BRING CHILDREN TO YOUR STORE! 
0 IN-STOCK 
2 STYLES! 


a 


OUTSTANDING FEATURES OF 
POLL-PARROT HEALTH SHOES 


® uy 
































ied J 
7) ___Wide Here 





Narrow Here 












Combination Last 


Faithfully follows contour of the 
normal foot. Wide ball, narrow 
heel. Shaped to give three point 
ste wear, Wiped out ot arch for Poll-Parrot Health Shoes are helping many merchants real- 


bandage-like support. 
= ize more from their Children’s Shoe Department. Their un- 
usual features appeal to parents who are anxious to secure 
the best the market affords. 

Ly Double combination widths AA to E, scientifically devel- 
Narrow Here ! 


oped lasts, shanks that flex upward with every foot move- 
ment, combination hard and soft rubber heels that wear 













er eee 





































; Last for Larger Sizes 

] Notice how this last allows for the down smoothly and prevent running over at the sides and 
} natural growth changes. . . . 

| good solid leather quality all combine to make these shoes 





outstanding. 

These features lift Poll-Parrot Health Shoes above unfair 
price competition. They are actual, visible and demonstra- 
ble features that quickly convince the purchaser. And best 













Combination . 
Hard and Soft Rubber Heel of all, after the grueling test of wear, they are the fea- 
er hard gritty rbber on noe tures that bring repeat sales. 
They can’t wear crooked. 






Write or wire for salesman 








Booklet containing more detailed information furnished free on request. 
The flexible 


J Tretentle VE Poll-Parrot Health Shoes 
Red Goose Health Shoe automat- A Gin Bran ) Pro i 


ically adjusts to any height arch. 





































ROBERTS. JOHNSON § RAND 


Branch of International Shoe Co. 


ST.LOUIS, MO. 
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ohbmmer-rense 


HAND-TURNED 
OXFORD 





»« 


THE NEW SHOE 


for 


Summer Selling 


Seekers for Summertime comfort will 
quickly appreciate the exclusive ad- 
vantages of this new, light-weight, 
hand-turned oxford. Its single 9 iron 
extension edge sole, steel shank and 
moulded counter give it sufficient sub- 
stance to stand up with any shoe. Five 
styles are carried In-Stock. Send for 
illustrated price list. 


L. B. EVANS’ SON 
COMPANY 


WAKEFIELD, MASS. 


chumn C/-IENLFE 





16 OZ. USUAL 
WEIGHT 


“A 
2333C— eee 
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You By 


[CONTINUED FROM PAGE 22] 


needs. By this method we become a 
firm believer in the importance and ad- 
vantage of frequent shoe changes. 

Selling several. or more pairs of 
-shoes to a customer has so many pow- 
erful business building factors that the 
future rewards are well worth the ex- 
tra effort. The immediate increase in 
the initial sales check pales into com- 
parative insignificance. I am basing 
the above observations on my personal 
experience. 


I have repeatedly found that our 
most loyal customers are the ones whom 
we have originally induced to buy two 
or more pairs of shoes when they made 
their original purchase. 


These customers have proved to be 
the very foundation of our business 
and have sung loudest the praises of 
our shoes to their friends and acquaint- 
ances. They have proved to be far 
more loyal than the one-pair customers 
whom we have tried to please equally 
as well. 

The reason for their well-warranted 
praises was due to the added foot 
comfort, and increased wear that they 
have gotten out of our shoes through 
frequent changes. One’s feet always 
do feel better if the shoes are changed 
two or three times a day. The refresh- 
ing, comfortable and restful feeling de- 
rived from frequent shoe changes is 
the same as that experienced when 
changing to fresh underwear, sox or 
other clothes. The freshened feeling 
is even more intense with frequent shoe 
changes due to the added difficulties the 
feet have to cope with while being shut 
into man-made, air tight coverings. 

One of the basic laws of nature is 
that heat causes expansion and cold 
causes contraction. Following this 
fundamental principle, we must realize 
that when the feet are encased in a 
pair of shoes for a long-period of time 
they must necessarily become heated 
and expand. With this expansion re- 
sulting from the heat the normal blood 
circulation is. impeded. During the 
process of changing and while wearing 
a fresh pair of shoes that are cool, the 
foot- contracts and the circulation is 
restored to its normal condition. 
During the course of the normal 
work done by the foot muscles, there is 
an accumulation of acid resulting from 
muscular contraction. This acid is 
normally carried away by the blood. 
When we have an impaired circulation 
resulting from wearing one pair of 
shoes too- long, this acid is not prop- 
erly taken away. It remains there and 
causes fatigue which very often leads 
to a general exhaustive and unnerved 





condition. 


Give ‘Em Fits to Remember 


The major part of the body is coy. 
ered by two different types of glands 
that produce separate and distinct se- 
cfetions which are poured upon and 
bathe the skin. One type of these 
glands are known as sweat glands and 
produce a watery secretion. The other 
type, the so-called sebaceous glands, 
produce an oily secretion. The peculiar 
part about the arrangement of these 
glands is that of all the parts of the 
body the sweat glands are most numer- 
ous on the palms of the hands and the 
soles of the feet, while the sebaceous 
glands are entirely lacking in these 
areas. 


The palms of the hands and the 
soles of the feet contain approximately 
2700 sweat glands per square inch, 
while the legs and back contain but 
525 per square inch. The composition 


‘of the secretion of the sweat glands 


consists chiefly of water with a trace 
of the following chemicals: Sodium 
chloride, urea, uric acid and creatinine. 
These chemicals, which are body waste 
products, soak into the hose, lining and 
inner soles of the shoes and in numer- 
ous instances even penetrate into the 
upper leather. The sodium chloride 
cracks the upper leather and the moist 
matter rots the lining and softens the 
shoe, causing it to be thrown out of 
shape. 


Unless a shoe is removed after sev- 
eral hours of wear and placed in a 
ventilated room for at least 36 hours 
or more, the accumulated sweat inside 
the constantly worn shoes may en- 
danger one’s health. After wearing a 
sweat-soaked shoe one is apt to con- 
tract cold which may in turn lead to 
other serious ailments. 

The sebaceous, or oil - producing 
glands, act as a lubricant to the parts 
of the skin where they are found. As 
I have already stated, these sebaceous 
glands are entirely lacking in the 
palms of the hands and the soles of the 
feet. Hence it is conceivable that since 
this lubricant is lacking in the soles, 
the pressure of the weight of the body 
on this unoiled part might cause a 
tired feeling and sense of fatigue. 


shoes relaxes certain ligaments, mus- 
cles and nerves. It reestablishes a bet- 
ter blood circulation by relaxing pre- 
viously contracted arteries which were 
held under tension by the shoes pre- 
viously worn. 

Some of you may say that most 
folks will ridicule the shoe fitter who 
suggests so many changes per day. 
Their chief objection may be based on 
lack of time. 

Yes, some folks will object at first, 
but as I have said before, it is not diffi- 
cult to convince the intelligent person 
if you yourself thoroughly understand 
and appreciate the value of your 





service. 








We find that a frequent change of — 
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ONLY 8 MORE DAYS- -- 


TO GET THEM ON YOUR SHELVES 





NORMA 
In black, blue, parchment, white and , ! 
gray, in High and Baby Louis Heels. F ; Hy and Baby Louis Heels. A to 
AA to C. $1.40 : : 


VENICE gray shade in elk, also in smoke, white 


sepod TERMS: 2% 


IN STOCK 30 DAYS 
Wide awake retailers have long 
realized that Rogers Shoes afford 
that “New Deal” in shoe merchan- 
dising today. 

The Rogers line also consists of a 
complete line of regent and seam- 
less pumps, High and Baby Louis 
Heels, with a complete range of 
sizes and widths. 


INTRODUCING THE MARCIA 





The hit of the season and a Seaton Be 
the popular priced field. This novelty 
sandal pattern features the. new blue- PRINCESS 
In black, white, parchment and 


In Cuban and College pig, also in pumps oi soe 


In black, brown, camel, smoke, white and brown. } 
and gray unlined‘elk. A to C. $1.40 Heels. A to C.—$1.40. tinental Heel. A to C. $1. 


* 


ROGERS BROS: 


59 LINCOLN ST. BOSTON, MASS. 


In blue, parchment, black, a4 = 
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As for lack of time this is of little 
importance. The average man shaves 
and bathes once a day, brushes his 
teeth twice a day, washes his hands 
six to twelve times a day and thinks 
nothing of it. The average woman is 
equally particular about her cleanli- 
ness and perhaps even more so in nu- 
merous instances, because she, too, finds 
it beneficial to her health. 

If a man or woman does not object 
to the time it takes to bathe, brush 
their teeth and wash their hands so 
often each and every day, why should 
they object to changing their shoes 
which is such an important factor in 
one’s health. 

Most women would not think of 
wearing a house dress on the street. 
They find time to change to street 
clothes. The average woman will ap- 
ply the same principle to her shoes if 
the health value of such frequent 
changes is convincingly pointed out to 
her. 

The U. S. Public Health Bureau, in 
one of its recent Bulletins on Foot 
Health,.advocated, among other things, 
four to five shoe changes daily. We 
fully agree with the Bureau’s sugges- 
tion. We advocate that the minimum 
ought not to be less than three times 
a day: Morning, noon, and night. 

To succeed in selling more than one 
pair of shoes, one must thoroughly un- 
derstand the anatomy and physiology 
of the human foot. Prospective cus- 
tomers who are intelligent will always 
listen to one’s argument for owning 
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numerous pair of shoes, providing your 
arguments are based on the scientific- 
ally established principles as outlined 
in this article. 


How to Build a Foot Health 
Week Window 


[CONTINUED FROM PAGE 19] 


are cylinders which are cut down with 
a saw from 9-ft. tubes. These also 
are wrapped with heavy metal finish 
papers or sheeting. Tubes are 6 in. in 
diameter. 

Letters and numerals of the date are 
cut from beaver board, appliqued to 
the surface. The words “Foot Health 
Week” are individual letters cut out 
of heavy two-inch white pine. These 
are obtainable from display supply 
houses and are very reasonable for the 
wonderful effect obtained. The letters 
making up the word “Health” are 
tacked on a strip acting as an upright 
to hold the emblem, which is fastened 
to the upright cylinder. The word 
“National” can be cut out of flat bea- 
ver board 4 in. size and tacked to a 
strip which is fastened to the drop. 

The drop, covering the entire back- 
ground, will act as a beautiful con- 
trast to this setting. The large half 
round drum is cut from a 12-in. diam- 
eter tube. The other half of this tube 
can be used in other windows in fu- 
ture displays. It has beaver board 
top, fitted and covered with metal pa- 





DUN DEER. 
SHOES 


a product of International 





DUNDEER 
The nation’s favorite footwear 
for men, women and children 





ROBERTS,JOHNSON 


Branch of international Snoe Co. 


HNSONS RAND 


ST. LOUIS, MO. 
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per or sheeting. For openings of this 
kind it is advisable to use something 
neutral on the floor, such as 50-in, 
wide beige or cream colored sheeting. 
The rest of the color scheme is as fol- 
lows: 

Drop—Light Gold. 

Sign (National)—Blue with Gold 
edges. 

Cut-out letters( Foot Health Week) 
—Blue with Gold edges. 

Platforms—Pale Green or White. 

Cylinders—Alternated Gold and 
Blue. 

Flooring—Light Beige or Cream. 


Vamp Former 


LYNN, Mass.—A vamp former has 
appeared here. It softens vamps. It 
makes vamps so that they have no 
wrinkles. It’s. ordinary merchandise 
with shoemakers, though it may sound 
like stock for a beauty parlor. it’s 
used in shoe factories for mellowing 
vamps of leather so that lasters may 
form them with facility and smooth- 
ness over the toes of lasts. 


To Ban Prison-Made Goods 


Concorp, N. H.—A bill outlawing 
the contract system in disposing of 
prison-made merchandise and banning 
the sale or exchange in New Hamp- 
shire of such goods produced outside 
the state, has been passed by the Lower 
House of the state Legislature. It is 
provided that articles made in New 
Hampshire penal institutions may be 
sold to the state government or any 
of its political subdivisions. Jan. 19, 
1934, is set as the date after which no 
out-of-state prison goods may be sold 
or exchanged in the Granite State. 


Shoe Styles at Store Meeting 


Om City, Pa—At a dinner and get- 
together meeting of the executives and 
sales and office staff of C. H. Smith 
Sons Company in the store, a motion 
picture was shown by the Selby Arch 
Preserver Shoe Company, presenting 
shoe styles from the 14th century to 
the present time. Talks were given by 
H. M. Bell, L. M. Nichols, G. G. Smith 
and managers of some of the depart- 
ments of the store. 


Family Shoe Store Opens 


SAN FRANCISCO, CAL.—Two changes 
are taking place in the Fillmore Street 
business district. Shoe Mart, Inc., is 
closing the 1561 Fillmore Street store, 
moving the stock to the same firm’s 
2610 Mission Street store. Meanwhile, 
under the managership of J. B. Goldin, 
the shoe firm of Karonsky & Goldin has 
opened a modern store at 1457 Fillmore 
Street, featuring shoes for the entire 
family. 
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“Kush-In-Eze” 


Designed for a Purpose 
FIT—WEAR—APPEARANCE 
—SOUND VALUE 
These fundamentals must be in 
the picture if you are to attract 
the dollars of the practical- 
minded woman who knows what 
she wants. When a woman does 
her own housework, she wants and 
will buy only genuine comfort— 
such as many have learned from 
experience is to be found in Kush- 


In-Eze Shoes. 


VAUGHAN-TOWLE 
SHOE COMPANY 


A DIVISION OF 
L. B. EVANS’ SON CO. 


WAKEFIELD, MASS. 
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$2.10 


Ne. 202 
Black Kid Twe Strap 
Stecked AAA-EE 


No. 1575 
White Kid Tle 
White Pig Insert 
Stecked A-D 


$2.50 


SEND FOR 1933 CATALOG 
45 Styles In Stock 
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Why Is a Corn? 


[CONTINUED FROM PAGE 24] 


so named because of their weakness or 
failure to give pain. Corns between the 
toes are kept soft and spongy because of 
the moisture that is ever present be- 
tween toes. 

The first reaction of the skin to pres- 
sure and irritation is inflammation (in- 
creased blood supply). This initial 
sign would readily disappear if the 
cause were promptly removed... When 
the pressure persists, the inflammation 
becomes chronic, with an enlargement 
of the blood vessels supplying the part. 
These engorged blood vessels bring an 
over-abundance of blood cells to the 
site. Blood cells being skin food, the 
layers of the skin are forced to add one 
on top of the other at the point of irri- 
tation. The shoe pressure on these 
piled-up layers of skin harden the tis- 
sue and the lesion commonly known as 
corn is developed. The height of the 
growth is determined by the persist- 
ency of the pressure. 

Corns are differentiated from cal- 
louses by a small nucleus or center in 
the corn that penetrates deeper into 
the layers of the skin. Pressure is 
then transmitted through the corn, the 
normal layers of the skin and onto the 
inevitable nerve which transmits the 
symptom of pain. The growth of the 
corn continues indefinitely as long as 
any irritation remains. Well-fitting 
shoes will eliminate most of the corns 
even at this stage. It is only when 
there is a severe mechanical deviation, 
such as tendon contraction or joint 
anchylosis, that a cure cannot be an- 
ticipated. 

There are no roots to corns. Con- 
trary to lay opinion and commercial 
advertisements, corns are positively not 
of root construction. Frequently the 
nucleus or depth of the corn is mis- 
taken for a root. It would be a simple 
task to remove roots by operative pro- 
cedure, the same as teeth, if this theory 
were correct. 

Drawing an analogy to the cause of 
corn development, let us suppose that 
you undertook to dig a ditch. After a 
day of this unfamiliar work your 
hands would be sore and blistered (the 
same reaction as that of the feet to 
the initial irritation of the shoe). A 
continuation of this form of labor 
would produce a layer over the palms 
of the hands as a protection from the 
irritation of the implements (similar 
in reaction to that of the feet). Your 
hands, now well-hardened, can with- 
stand this unusual work indefinitely. 
On returning to your usual work, how- 
ever, you would lose all traces of cal- 
lous. 

All changes, manifested either in the 
hands due to the friction of the shovel 
handle or to the feet due to shoe pres- 


sure, were of nature’s own purposeful 


creation. Soreness (inflammation and 
increased blood supply) and blistering 
is nature’s method of counteracting an 





irritant or a foreign body. Callous is 
her agent to protect the underlying tis- 
sues and. membranes. Nature defeats 
her own purpose in her unselfish de- 
sire to help the foot. She is ignorant 
of the fact that an undue and severe 
burden is thrust on our feet. Because 
of this, callous does not restrain foot 
aches, but incites them. Modern civi- 
lization with its hard pavements, long 
standing, ill-fitting shoes and lack of 
foot hygiene is really too much for na- 
ture to cope with. When you consider 
the abuse that people give their feet, 
plus the unnecessary evil of badly fit- 
ting shoes, it is miraculous that we 
suffer as little as we do with our feet. 
Our feet are abused more, and yet re- 
taliate less, than any other part of our 
body. 


German Foreign Trade Declines 


BERLIN, GERMANY — The develop- 
ments in German foreign trade in shoes 
in 1932 were even worse than had been 
anticipated at the beginning of the 
year. The decline in imports of ap- 
proximately 66 per cent as against the 
previous year was of no great sig- 
nificance since the imports in 1931 had 
already been very low. The full extent 
of: the decline was shown in the falling 
off in exports by approximately 70 per 
cent as against the year 1931. Ship- 
ments showed a downward trend 
throughout the entire year 1932 and in 
December reached such a low level as : 
had not been registered since the end 
of the inflation in 1923. 

Total imports of leather shoes in 1932 
amounted to 266,569 pairs valued at 
2,254,000 Marks as against 743,927 
pairs to the value of 6,582,000 Marks 
in the previous year. Exports fell off 
to 1,290,332 pairs to the value of 9,063, 
000 Marks in 19382 from 4,255,310 pairs 
valued at 32,767,000 Marks in the previ- 
ous year. The export surplus therefore 
dropped from 3,511,383 pairs to the 
value of 26,185,000 Marks in 1931 to 
1,023,763 pairs valued at 6,809,000 
Marks in the year 1932, reports Arthur 
B. Butman, Chief, Shoe and Leather 
Manufactures Division. 


Holding Sample Sale 


BALTIMORE, Mp.—Men’s advance 
Spring and Summer styles in footwear 
are featured in the 76th. Hess Sample 
of Men’s Shoes, staged by N. Hess & 
Sons. All types of shoes for this event 
are offered for $5.55, and the values 
range from $8.50 to $14. The sale 


_price is lower than.in years. 


Hess stages the Hess Sample Sale of 
Men’s Shoes once in the Spring and 
once in the Fall. 
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Do You Work for the Landlord? 


[CONTINUED FROM PAGE 35] 


during boom periods with the result of 
tenant failures occurring during less 
prosperous years. 

Some of the factors that it is agreed 
should be taken into consideration when 
Jeases are made on a percentage basis 
of net sales are given in the two tables 
that follow: 

Table I. 
LOcATION 
(a) With reference to entire district 
(or city), both business and resi 
dential. ; 
(b) With reference to accessibility. — 
(c) With reference to business district. 
(d) With reference to pedestrian traf- 
fic—whether shoppers or not. 
(e) Adaptability for the particular 
type of business. 








PREMISES 


(a) As to street frontage. 

(b) As to depth. 

(e) As to usability of such sized store. 

(d) Type of front with particular re- 
gard to display facilities. 


TYPE OF BUSINESS 


(a) Whether with larger volume and 
small profit—or 

(b) Whether with smaller volume and 
greater profit. 

(c). Advertising or non-advertising. 

(d) Past history of organization. 

(e) Merchandising possibilities with 
regard to ability to meet compe- 
tition. 


a 


Table II. 
Percentages of Net Sales for Shoe Store Rent in 1932, According to Volume 


Groups, as Shown by N.S.R.A. Survey 


All Stores .. 


Volume: 
A. Under $35,000 
B. $35,000 to $75,000 
C. Over $75,000 


Population: 
X. Under 20,000 
Y. 20,000 to 50,000 
Z. Over 50,000 


(Harvard Report, 1923; Rent, 3. 


One-Fourth One-Fourth 
of the Re- of the Re- 
ports Showed ports Showed 
More Than Less Than 
Per Cent Per Cent 


3.6 


Common 
Figure 
Per Cent 


10. 
Per Cent. 


a LE 


Shoe store rentals in 1919 were 2.3 
per cent. They climbed gradually to 
3.5 per cent in 1923, then to 5.1 per cent 
in 1930 and 5.9 per cent in 1931. These 
figures represent costs to independent 
shoe stores. 

Shoe chains have fared worse. In 
1929, according to a Harvard study, 
shoe chains paid a typical rent of 8.2 
per cent of their sales. One-fourth of 
their reports showed rental costs higher 
than 9.6 per cent. 

If definite figures on shoe chains were 
available for 1931 they would probably 
show a typical rent of about 9 per cent. 
This certainly seems like a prohibitive 
figure. 

Practically all dealers reporting gave 
1930 rent as well as 1931. The follow- 
ing changes were noted: 

Per Cent 
Increased rent 17 
Same rent . 
Reduced rent 


Our survey shows graphically how 
the small volume, small town stores en- 
joy a decided rent advantage over the 
large volume, large city operators. 

This situation is nothing new. ‘The 
Harvard report for 1923 shows a typi- 
cal rental of 3.5 per cent, but the small 
volume stores paid 3.3 per cent, the 
large one, 4.0 per cent. The small 





towns paid 2.6 per cent, the large cities 
4.5 per cent. 

In deciding what would be his proper 
rent the shoe merchant must consider 
volume, population and grades handled. 


Advantages of Percentage Leases 


The retailer should know what per- 
centage he can afford, and if the prop- 
erty owner agrees with him on this 
point the lessee is in no danger of being 
caught with a long term, at a fixed 
rental, which may prevent him from 
making any profit from the operation 
of his store. 

A strong argument in the property 
owner’s favor is the fact that a per- 
centage encourages business to expand. 
Under present conditions many chain 
store companies and other merchants 
would postpone until better times all 
thought of expanding their enterprises 
if they were required to pay a fixed 
rental, but by employing the percentage 
method of space selling, owners of real 
estate can actually create a market for 
their stores. 


A Few Disadvantages from Standpoint 
of Merchant 


This form of lease actually makes the 
property owner a partner of the re- 
tailer. The tenant is (or may be) re- 
quired to carry a stated minimum of 
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NEW IN-STOCK SHOES 
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newed interest in quality by 
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genuine hand turns this Easter 
at the lowest price in many 
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stock. The tenant is (or may be) com- 
pelled to keep.his store open a pre- 
scribed minimum number of hours 
daily; to light his windows until @ hxed 
hour each night; to devote an agreed 
percentage of receipts to advertising; 
to maintain proper books of accounting; 
to permit the lessor to inspect the books 
of the business at stated intervals; that 
no straight percentage lease is made 
for more than six months without the 
recapture clause. 

Several of the national associations 
acting for property owners have sug- 
gested to their members a scale of fair 
percentages of rent applicable to dif- 
ferent lines of retailing. For instance, 
the National Association of Building 
Owners and Managers present the fol- 
lowing for shoe stores: 
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It will be noted in every instance 
that these average percentages are 
higher than the averages established 
by the: NSRA’S survey of rents for 
1931. 

Seattle building owners and man- 
agers have made an intensive study of 
percentage leases and they represen. 
the first group in any city to establish 
standards for rent under percentag: 
leases and to lay down rules and regu- 
lations to be incorporated in percentag< 
leases. No claim is made that thei 
findings are applicable to all cities. Or. 
the other hand, they assert the figure: 
should be used only in cities of com- 
parable population. The population oi 
Seattle at the time their study wa: 
made was about 365,000. Their recom. 
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Men’s, Women’s and Children’s 
Quality 
Mixed Prices 
One Price 
Women’s Corrective ......... 
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Individual—Women’s 
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mendations for percentage rentals for 
shoe stores are as follows: 


Seattle Rental Percentages for Shoe 


Stores: Per Cent 
Men’s, Women’s, Childrens.... 6-8 
Women’s, Mixed Prices........ 6-8 


Women’s, One or Two Mixed 
Prices, Volume 
Men’s, Shoes, Mixed Prices..... 8 
Men’s, One or Two Mixed Prices, 
Volume 
Shoe Repairing 


ey 


Babson’s Reports on Shoe Store 
Rentals: 


Babson says shoe store rentals should 
be 6 to 8 per cent. The National Asso- 
ciation of Real Estate Boards says 
shoe store rentals should range from 
6 to 8 per cent. 


General Suggestions: 

We have not been called upon to es- 
tablish percentage standards for the 
types of leases we have described. It 
is impossible to do so because of the 
various factors of local conditions, etc., 
of which we have already made men- 
tion. Nor do we attempt to qualify as 
experts. in rental values, or as being 
capable of analyzing all the facts and 
conditions involved in making percent- 
age leases. These matters are for ex- 
perts. Our principal recommendation 
to those considering the percentage 
form of rental is to engage the best 





available real estate expert. 











business? 


proposed for farm relief? 
by recent developments? 


covery? 


will be glad to send them to you. 
demands a knowledge of fundamentals. 


Address 





DO YOU KNOW 


the answers to these 7 questions? 


|—What degree of inflation, if any, are we going 
to have during the next six months? 


2—What would be the effect of mild inflation 
on securities, commodity prices and on general 


3—What would be the effect of radical inflation? 


4—Which securities will be favorably and which 
unfavorably affected by inflation? 


5—What will be the effect of the various measures 
6—In what way will Government bonds be affected 


7—Has the basis been laid for a permanent re- 


The answers to these questions and many others will be 
answered in the forthcoming issues of the Brookmire Service. 
If you will make a request on your business stationery we 
The period ahead 
Your decisions will 
be more accurate if you are supplied with the facts. 


The BROOKMIRE ECONOMIC SERVICE, Inc. 
Dept. BSR 44, 551 Fifth Avenue, New York City 



















TO DROP A PIN: 


it weren't for our rule “No Pin Dropping Al- 
lowed.” But rules or no rules we can’t keep 
quiet about our “more-for-the-money” rates; 
(1) Room with bath: (2) Full sized breakfast 
—choice of six: (8) a big dinner...all for $3.50 


When you register just say “’ Business Special’’— we'll do the rest 


HOTEL WELLINGTON 
S5rx ST. anv 7ru AVE., NEW YORK CITY 
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A 75 Per Cent Increase in 1932 


[CONTINUED FROM PAGE 16] 


feet, shoes and shoe fitting generally, 
has been invaluable in training and 
perfecting the personnel to the high- 
est point of efficiency. 

“In addition, they contacted the med- 
ical profession both by personal visit 
and via mail. The results from this 
source have been very pleasing and this 
business is increasing in scope con- 
tinually. 

“Furthermore, lectures, with the aid 
of a motion picture film descriptive of 
these preventive and corrective shoes, 
have been conducted before Parent 
Teachers’ Associations and _ various 
other organizations, resulting in new 
and desirable business. 

“Solid window trims of these special 
shoes at frequent intervals both in 
New York and suburban locations have 
proven a valuable factor toward in- 
creased business. 

“A very interesting fact—particular- 
ly in these unusual times—is that no 
mark-downs have been taken in the 
top grade since the adoption of the 
line. 

“All of the above,” continued Mr. 
Callahan, “naturally could not have 
been accomplished with ‘just shoes,’ and 
the results are indisputable proof of the 
soundness of quality merchandise plus 
scientific features.” He further added, 
“Our children’s shoe departments will 
always receive the utmost consideration 
and close supervision, as we consider 
them’ a very vital asset in the progress 
and success of our entire business 
structure. For, in conjunction with 
prestige and profit, the great satisfac- 
tion of contributing toward the general 
health and welfare of the child is, in 
the final analysis, an all important 
factor.” 

April 17 to 22 has been designated 
as National Foot Health Week, and B. 
Altman & Co. will cooperate to the 
fullest extent with this campaign 
through appropriate newspaper pub- 
licity. 


Adds New Downstairs Store 


YOUNGSTOWN, OHI0—Lustig’s, Inc., 
125 W. Federal St., have just com- 
pleted a beautiful new downstairs store. 

They have added a new, easily ac- 
cessible broad stairway in the front 
part of the store and have gone to con- 
siderable expense to make this new de- 
partment light, airy and attractive. 
They feel that the time has approached 
for an upturn in business and have 
confidence in the future of this city. 

The high grade children’s department 
will continue in the forepart of the 
basement but with an entirely new ar- 
rangement in modernistic decorating. 

In the lower price department, chil- 
dren’s shoes will be handled from 98c. 
to $1.98 and ladies’ and men’s will be 
$1.98 and $2.98. 
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No. $-51277—BROWN 
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NATIONAL FOOT HEALTH IS FOUNDED | 
ON PROPER FITTING 


To render a comprehensive fitting serv- 
ice in return for a fair profit, the 
retailer must insist that his manufac- 
turer supply— 


First:-—A variety of lasts of tested 
and accurate fitting measurements. 


Second:—A complete range of widths 
and sizes from stock. 


Third:—Patterns checked and tested 
for fitting properties as well as for 
salability and style. 


The True Step line is made to these 
specifications. Its success has been 
one of satisfactory comfort as well as 
material value and style-rightness. 


National Foot Health Week is the time 
to test the merits of True Step Shoes. 


ROBINSON-BYNON SHOE CO. 


s- 5648S ACK KID 
14/8 Leather Heel é 


No. $-55645—BL CK KID... 
WHITE KID 


No. 
AA to. Bree 


ama STEP. 


Shoes for Women 


Auburn, New York 
@ 


$4.00 and $5.00 

















_ The APPEARANCE of the 
UNITED CUSHION HEEL 


is so fine that it is 


constantly imitated but never equalled 


ITS QUALITY 
is just as superior as its appearance 


ec >] 


THE TRADE-MARK 
is the hall mark of fine shoemaking 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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» HOW’S BUSINESS 4 


Going Up! 

MILWAUKEE, WIs.—According to lo- 
cal shoe manufacturers, retailers are 
buying more heavily due to a better 
spirit among the consuming public. 
The general optimism spreading 
throughout the country is plainly felt 
here. Another factor is the hiring of 
Milwaukee labor by the _ breweries 
which are now all set to supply the na- 
tional demand for the product that 
made Milwaukee famous. Allied lines 
are also at peak production, contribut- 
ing to the pick-up of business felt by 
the shoe retailer. 

R. J. Dempsey, president of the 
Weyenberg Shoe Manufacturing Co., 
states his plant is now operating at 
normal capacity on increased orders 
from merchants. 

From M. J. Kavanaugh, secretary 
of the Booth-Walters Shoe Co., whose 
factory in Watertown now employs 
about 550 workers, came announcement 
their operations have been expanding 
since the first of the year. 

“We are now on full production for 
the first time in three years,” Mr. Kav- 
anaugh said, “and I see no prospect of 
orders falling off.” 

Other manufacturers state that with 
the “New Deal” being put into opera- 
tion and with the passing of effective 
and needed legislation by the Congress, 
a feeling of extreme confidence in the 
future of the country is evident from 
orders coming in. All sections seem 
to have great faith in the present ad- 
ministration headed by Mr. Roosevelt. 


Schiff Co. Issues Financial Report 


CoLUMBUS, OHIO—The Schiff Co. op- 
erating a chain of 182 retail stores in 
the Middle West in its annual financial 
statement covering the year 1932 re- 
Ports that net sales were $8,878,278, 
while the cost of sales, operating ex- 





penses, depreciation, amortization and 
Federal taxes were $8,659,098, leaving 
a net operating income of $219,188, or 
$1.59 per share, on the outstanding com- 
mon stock. During the year the company 
paid out $210,038 in dividends, of 
which $148,000 was paid on the com- 
mon stock. A non-operating loss of 
$43,032 was experienced during the 
year due to writing off an investment 
of 50 per cent of the capital stock of 
the Shine Shoe Co. which failed. A 
non-operating profit of $21,984 was also 
made, making a net non-operating loss 
of $21,048, 

During the year 20 non-profitable 
units were discontinued, while 28 new 
units were opened. Robert W. Schiff, 
president, declared that further plans 
have been formed and economies are to 
be instituted which are expected to con- 
tinue the uninterrupted record of effi- 
ciency and earnings. 

The annual stockholders’ 
will be held March 20. 


meeting 


Sees Less Sales Resistance 


BUFFALO, N. Y.—“Since March 15, 
we have noticed a very decided easing 


—————————————————————————— 
DATES TO REMEMBER 


Easter 
National Foot Health Week 
Joint Styles Conference, Hotel Astor, 

New York, N.Y. ................ May 8, 9 
Mothers’ Day .......... Dia oa ore Rg aes 
National Sports Shoe Week 
Memorial Day 
Fathers’ Day 
Pacific Coast Shoe and Leather Exposition 

at Los Angeles June 18, 19, 20 
Pacific Northwest Shoes Dealers Association, 

Convention at Portland, Ore. ....June 19-21 
Independence Day July 4 
Boston Shoe Fair July 10, 11, 12 
Friendship Day August 6 
Labor Day September 4 
Jewish New Year September 21 
Hallowe’en October 31 
Thanksgiving 
Christmas ........... See seca December 25 





up of the sales resistance from our 
customers and I believe we are on the 
road to better times,” declared S. A. 
Shive, shoe buyer for William Hen- 
gerer Co. The observation of Mr. Shive 
is concurred in by a number of other 
shoe buyers and managers in Buffalo, 
all of whom declare that they can see 
reflected in their own business a more 
wholesome spirit as the result of the 
vigorous initial policy of the Roosevelt 
administration. 


Servus Holds Annual Meeting 


Rock ISLAND, ILL.—Annuai report of 
the Servus Rubber Co., manufacturers 
of rubber footwear, stated “that the 
company was in its most liquid condi- 
tion since organization.” 

Carl A. Hallgren of Rock Island was 
elevated from the vice-presidency and 
treasurership to the presidency. Other 
principal officers names are: Executive 
vice-president, Clinton E. Little; first 
vice-president, John "1. Hauberg; treas- 
urer, John G. Huntoon; secretary, Wal- 
ter A. Rosenfield, all of Rock Island. 
T. A. Maguire resigned as president 
last September. 


W. Va. Passes Chain Store Tax 


CHARLESTOWN, W. Va.—The West 
Virginia Legislature passed a chain 
store tax bill the first revenue measure 
of the present session and sent it to the 
Governor for approval. The bill calls 
for an annual tax of $2 for a single 
store; from two to five stores, $5 for 
each additional store; from six to ten, 
$10 for each additional store; ten to 
fifteen, $20 each; twenty to thirty, $35 
each; thirty to fifty, $100 each; fifty 
to seventy-five, $200 each, and $250 for 
each additional store over 75. 


Files Dissolution Papers 

LAWRENCEBURG, IND.—Officials of the 
Frolicher Shoe Company have filed 
papers with the secretary of state here 
evidencing the final dissolution of the 
corporation. 
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to retail at 
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have the plus features 
necessary to sell . . . 


more shoes at a PROFIT. 
STYLE and FIT alone no longer 
pay the retailer a profit. They 
can be had at almost any price 
In almost any store. But sound 
comfort construction features 
CANNOT be found in cheap 
shoes—and that is what the 
public wants and is willing to 
wd for. AIR-TRED SHOES 
ave that appeal in their pat- 
ented comfort construction. That 
is why they pay a_ steady 
PROFIT. 


IMMEDIATE SHIPMENT ON ALL 
IN-STOCK STYLES FOR EASTER 
REQUIREMENTS 


IN-STOCK 
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ATTENTION RECORDER 
READERS 


The RECORDER is compiling a list of those 
shoe merchants who have been our readers and 
subscribers for ten years or more. 

Will you kindly help by clipping this item and 
returning it to me with your business card? 
Please indicate the approximate time you have 
been a RECORDER reader. 

Harry R. Terhune, Boot & Shoe Recorder, 
239 West 39th St., New York, N. Y. 


Features Corrective Shoes 


BRocKTON—In keeping with the 
present trend toward corrective foot- 
wear the Doyle Shoe Company is fea- 
turing its Ralston four-point suspen- 
sion arch support shoe together with 
the Tru-pedic shoe, a nationally known 
line, for years manufactured by the 
Churchill & Alden Company and more 
recently made by the Doy!e Shoe Com- 
pany. The Ra!ston Snug Arch is also 
a feature of the Doyle line and con- 
tinues to interest many dealers after 
fifty years on the market. 


> STORE CHANGES 4 


New Store in Silver Creek 


Sitver CREEK, N. Y.—The Brostom- 
Conner Shoe Company of Jamestown, 
N. Y., has opened a shoe store here. 
Oliver Benson is the manager. The 
company purchased the fixtures of the 
Central Boot Shop and made a very 
pretty decorated interior. A complete 
line of shoes for the whole family is 
carried. 


Opens 200th Branch 


INDIANAPOLIS, IND.—The two-hun- 
dredth store to be operated by the 
Schiff Company, retail dealers in shoes 
and hosiery, was opened here March 
11 at 109-11 South Illinois street. Un- 
daunted by the national bank mora- 
torium, the store opened for business 
and did a nice opening day. It will 
be known as the Outlet Shoe Store and 
Sam Roth of this city is manager. 


Empire Shoe Corp. Expanding 


BALTIMORE, Mp.—The Empire Shoe 
Corporation of New York will open an 
establishment at 26 West Lexington 
Street about the middle of March. The 
Empire Shoe Corporation will occupy 
the three-story building, which is in the 
center of the specialty shop and shoe 
field. The concern will effect necessary 
improvements, including a new store 
front. 


Opening $3.00 Shoe Store 


SAN FRANCISCO, CAL.—The newest 
store of the Frank Werner Company 
will open April 1st at 347 Geary Street, 
under the name of Zane’s Style Shop, 
with William A. Shiverts as manager. 





The new store will meet the popular de. 
mand by offering shoes at $3 a pair, 
Mr. Shiverts is well known in the San 
Francisco shoe field, as he has been con. 
nected in the capacity of buyer with 
the Emporium shoe department and the 
San Francisco store of Leed’s. 


New Feltman-Curme Branch 


Fort WAYNE, IND.—A formal open- 
ing of the new Feltman-Curme retail] 
shoe store here at 930 South Calhoun 
street, was held Saturday. The store 
was opened by Milton Schuemann, for- 
merly of Chicago, who has come here 
to be manager. The new store has been 
completely redecorated. It has no con- 
nection with the Feltman-Smith store 
which formerly was operated at 1902 
South Calhoun street. 


New Orleans Store Expands 


New ORLEANS, La. — L&Biche and 
Legendre have opened their new store 
at 307-309 Baronne St. Separate de- 
partments for men, women and chi:dren 
were provided. This firm originally 
started in June 1929 and has outgrown 
the original quarters. Only nationally 
known brands of goods are carried. 
Robert Miller is store manager, while 
M. Caradonna is in charge of the mez- 
zanine juvenile department. 


Features Orthopedic Shoes 


BALTIMORE, Mp.—Hochschild, Kohn 
& Co. has opened an Orthopedic Shoe 
Department, which is designed to give 
its customers the benefits of expert ad- 
vise on foot health and foot comfort 
from an orthopedic shoe expert, who is 
in charge of this new department. A 
specialty is being made of filling phy- 
sicians’ shoe prescriptions. An excel- 
lent stock of footwear to meet such 
needs is carried, and if not in stock, the 
store is prepared to have the special 
type of shoe necessary made. 

This new Orthopedic Shoe Depart- 
ment is located on the second floor and 
is part of the substantial women’s shoe 
shop. 


Volks Open Sub-Deb Shop 


DALLAS, TEX.—Introducing the Sub- 
Deb Shop, a new Volk Bros. depart- 
ment devoted to shoes for the junior 
miss, Volk’s third floor was opened 
March 8. The millinery shop, which 
formerly extended across the end of 
the floor next the elevators, now occu- 
pies the right half of the entire floor, 
with the children’s hosiery and shoe 
department opposite. Sub-debs step- 
ping from the elevators will see their 
shop through an attractive archway 
leading to the left-hand corner of the 
floor. 

Designed to appeal to juniors and high 
school girls who have grown-up ideas, 
the Sub-Deb Shop has been decorated 
as a small clubroom or lounge with 
divans, lamps, small tables and “mod- 
ern miss” murals on the walls. Man- 
ager of the new shop is B. D. Abney. 
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QUEEN QUALITY SHOE IS IN LARGER STORE 





WASHINGTON, D. C.—An inspiring 
confidence in the future is reflected in 


‘ the action of the Queen Quality Shoe 


Store, under the management of Aub- 
rey S. Misell which recently opened a 
new and larger store at 1221 F St, 
northwest, immediately adjacent to the 
quarters which they have occupied for 
more than 12 years. 

In reviewing his association with 
this local store, which started with its 
original opening in June, 1920, Mr. 
Misell said that the success and con- 


Gulf Shoe Co. to Move 


BALTIMORE, Mp.—The Gulf Shoe Co. 
will move to new and larger quarters 
at 1109 West Thirty-sixth Street, early 
in March, At the new location the shoe 
concern will have more than three times 
its present floor space. This will per- 
mit it to carry a much more compre- 
hensive and extensive stock, designed 
to meet the needs of its customers. 
Shoes for men, women and children in 
the popular priced and lower priced 
ranges are carried. 

The new and larger quarters will per- 
mit the shoe concern to enlarge its ho- 
siery activities by opening a substantial 
hosiery section. 


Sounds Quality Note 


CINCINNATI—Walter J. Feder, presi- 
dent of the Feder-Gregg Manufactur- 
ing Company, Gest and Evans streets, 
reports that his company is doing a big 
business—as good as last year, and pre- 
dicts that as soon as employment picks 
up, business in the better grades of 
shoes will advance noticeably as people 
will be so tired of cheap shoes that they 
will be glad to buy better goods. He 
also says that shoes will undoubtedly 








sistent progress of the establishment 
has been due to the ideals of quality. 

“Nothing can take the place of qual- 
ity in materials and workmanship” 
said Mr. Misell, “combined with pains- 
taking care in properly fitting the foot. 
We have never sacrificed these ideals 
in order to meet the price competition 
of inferior merchandise, yet we have 
utilized every method of economical 
production and distribution to lower 
the prices whenever possible.” 


be higher priced at the first signs of 
better times. “The retailer,” said 
Feder, “who keeps plenty of sizes that 
fit in stock is always in need of. good 
shoes. People go to the shops that are 
able to give them the size shoe they 
want.” 


George W. Dobbins 
Manufacturing 

PLAIsTow, N. H.—George W. Dob- 
bins, formerly of the Haverhill turned 
shoe manufacturing firm of Witherell 
& Dobbins, is now manufacturing wom- 
en’s turned novelties here, under the 
name of G. W. Dobbins Co., Inc. Mr. 
George N. Levy is president and sales 
manager for the firm. Mr. Dobbins is 
treasurer, and Miss E D. Nutting is 
clerk. Their shoes are sold to chain and 
department stores and retail from $3 
to $4. Mr. Dobbins reports improving 
demand for the good grade of turned 
shoes that he produces, and he predicts 
that the day is near at hand when qual- 
ity fotwear will come into its own once 
again. 


FOOT HEALTH WEEK 
APRIL 17-22 











DROME 


The Retailer 
Who Knows, Says: — 


“There Are No 
Substitutes For 


PROPR-BILT 


: REO U.S. PATENT OF FIC 


Shoes 


Promote Foot Health 


Propr-Bilt shoes fulfill a much 
needed want in the field of pre- 
ventive endeavor. Designed by 
scientists, Propr-Bilts have in- 
built patented features that truly 
prevent as well as correct. 


Feature Shoes 


The fact is Propr-Bilts are not 
“just shoes”—they are different. 
Result —Propr-Bilt distributors 
all over the country are finding 
these feature shoes—sales 
leaders. 


Increase Sales 


Dealer acknowledgments from 
every section show a marked 
increase in the sales of Propr- 
Bilt shoes. ‘They build a per- 
manent repeat business. 

iM, 


PROPR-BILT 


The Correct 
Shoe for 
Growing 

Feet 


The Propr-Bilt Selling 
Plan e « © « enables the alert 


shoe dealer to perform a real 
service to his community—at a 
just profit to himself. Exclu- 
sive Agency arrangement—In 
stock—Babies to Big Girls and 
Boys — WRITE TODAY 
WITHOUT OBLIGATION 
FOR COMPLETE DETAILS 
OF THE PROPR-BILT PLAN. 


Made By 


The O’Donnell Shoe Co. 


St. Paul, Minnesota 
N. Y. Office—Marbridge Bldg., 


Room 531 











WHERE TO BUY 
Men’s Shoes 





Richards & Brennan Co., Randolph, Mass. 











; EAST WEYMOUTH, MASS., U. S. A. 











THE 


oe ON 
Frese SHOE 
Men’s Fine Shoes 
OLD COLONY SHOE CO. 


Eageyiee | Prockton, 


BOSTON 
10 HIGH ST. 

















CUSHION SHOES 
FOR WOMEN 


THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 








Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 

















Stacy Adams Co. 


Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 
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FAMILY SPIRIT IN BUSINESS 


Nashville was hit, not only by the universal bank holiday but also by the tornado. 
The Jarman Shoe Company took immediate emergency measures—greatly appreci- 
ated by the workers. The company determined to operate the plant whether there 
was cash or not and bought $3,000 worth of groceries, available to all employees and 


chargeable against wages. 


Here you see the strange stock—grocerics in a shoe 


factory. Alongside of cases of shoes ready to be shipped to merchants who were 
informed “regardless of how the situation turns out, we stand ready to take care 
of your immediate requirements.” 


To Make Cemented Shoes 


So. BRAINTREE—The reorganized 
Bostock Shoe Manufacturing Com- 
pany, Inc., will devote their entire pro- 
duction in the future to women’s ce- 
mented sole shoes, having recently in- 
stalled equipment of the United Shoe 


_ Machinery Corporation for production 


on the new line, which has started with 
20 dozen daily. 


Aiding Dealers to Advertise 


Wausau, Wis.—In a folder sent out 
to all Pied Piper dealers by the Mara- 
thon Shoe Co., are two very interesting 
mailing pieces intended for distribu- 
tion to dealer lists of customers and 
prospects. These are unusually attrac- 
tive, from the standpoint of layout, and 
made still more effective by the in- 
teresting swing of the copy. 

According to the factory manage- 
ment, this cooperation has been appre- 
ciated by the shoe merchants, as the 
response to this announcement has 
been very gratifying. 

“Our experience,” says W. W. Kiss, 
sales manager, “particularly during the 
past few seasons, has taught us that 
maintained sizes on children’s shoes, 
backed up with the right kind of con- 
sistent publicity, which need not be a 
burden from the standpoint of cost, 
and supported by an established brand 
of known quality, will positively build 
business for a juvenile shoe depart- 
ment, regardless of conditions or com- 
petition. 





“We are doing everything that we 
can do to encourage our dealers to 
advertise in a conservative and con- 
sistent manner.” 


Obtains Shoe Patent 


So. WEYMoUTH, Mass.—Walter L. 
Brady, well known designer for the 
Stetson Shoe Company, has received 
confirmation of patents he recently ap- 
plied for on two ornamental punch 
designs for women’s shoes, which he in 
turn assigned to the Stetson Shoe Com- 
pany. 

The new designs are featured on the 
new Stetson Spring line of daytime 
footwear for women, with both designs 
being used though one more lavishly 
than the other. In one pattern the de- 
sign is used as a tip and forcing decor- 
ation in combination with ~ stitchings 
and the other on five rows on the 
quarter and ten rows on the vamp. 

The new shoes, affecting the new 
punching and displayed at the New 
York and Chicago shows, attracted 
much attention and early sales among 
Stetson dealers throughout the coun- 
try brought an increase in production 
for these two new styles and others in 
the new Stetson Spring line. 

Mr. Brady is well known in shoe 
manufacturing circles, having been 
connected with the pattern business for 
a number of years before his affiliation 
with the Stetson Company. He has 4 
number of patents to his credit. 
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Beokkeeping made so simple that a high- 
school boy would have difficulty in making 
errors of entry. if he follows the guide 
written in every-day language. 




























































































































































































































































































































































































































































































The Most Complete Record 


of Finanees 


CONSISTING OF: 
Complete Bookkeeping 
uide— 

Daily Records— 

Departmental Records— 

Comparative Statement of 
Income— 

Daily Record of Salesmen— 

Comparative Trial Balance— 

Cloth board loose leaf binder. 


$10 30 Complete 


Postage Prepaid 


«Check with order, please) 
Unless C.0.D. shipment 
is preferred 


in the Most Convenient Form 


The 


Sales 

Sales Compar- 
ison 

Cost of Sales 

Returns 





USED IN CONJUNCTION WITH OUR STOCK AND DAILY SALES REC. 
ORD, IT GIVES THE BUSY STORE ACCURATE RECORDS OF EVERY 
DETAIL. 


giving you at a glance your net profits over any period 
to date, and any detailed information you may require. 


least entries—the least work — 
the least chance of confusion or error. 





DAILY— 
WEEKLY— 
MONTHLY 
FIGURES 


Recei pts 
Disbursements 


Itemized Over- 
head 


Net Earnings 


ONE SET 
. COVERS 
TWO YEARS’ 
REQUIREMENTS 
OF AVERAGE 
STORE. 


REFILLS IN 
STOCK. 
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Merchants Service Dept. 
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BOOT ann SHOE RECORDER 


MERCHANTS SERVICE DEPARTMENT 


367 West Adams Street—Chicago, Ill. 


Boot and Shoe Recorder 
Chicago, Ill. 


—Please send me the FINANCIAL RECORD, 
for which find check enclosed for $10.50. 


—Please send me sample sheets for inspection. 


Name 


Street 


City .....+2000++--State 





When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Men's and Women's 
Slippers 












QUALITY 
KID D’ORSAYS 


T@ RETAIL AT $1.60 
Padded Sele, Cuban Neel. tp 
Red, Blus, or Steck Kid. 
Write for cateleg 
FREEMAN THOMPSON 
SHOE courany 
St. Pest, Mies. 














W. 8. CHASE & SON INC., 

HAVERHILL, MASS. 

ia Steck Men's Full Leather Lined 
Handturaed Slippers 

Priced from $1.35 

Kid Pullman Slippers 

colors and black with 















WHERE TO BUY 


Sport Footwear 








WHERE TO BUY 


Riding Boots 





RIDING BOOTS 
‘ IN-STOCK , 


For Men, Women and 
Children—also 
Jodhpurs and Field 


Boots. 
Write for catalog. 
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COAST CONVENTION IN 
JUNE 


Sixth Annual Convention Pacific Northwest 
Shoe Dealers Association will be held in Port- 
land, Ore., at Multnomah Hotel, June 19-21. 
The usual attractive program is now being pre- 
pared, which will bring out increased attend- 
ance and also increased number of travelers’ 
displays. 


>» TRADE DOINGS 4 


Stiff Indiana Tax Law 


INDIANAPOLIS, IND.—The shoe indus- 
try in Indiana will be hard hit by a 
new “gross income tax” law, which has 
been passed by the legislature, signed 
by the Governor and which goes into 
effect May 1. The law is a combination 
sales and income tax measure. It pro- 
vides that all manufacturers and job- 
bers connected with the industry, of 
whatever nature, shall pay one-fourth 
of one per cent of gross income a year 
to the state, exempting $1,000 and taxes 
paid through other channels. The re- 
tailers did not fare so easily, for they 
are taxed one per cent with the same 
amount of exemption. Not only that, 
but all officials and employees making 
more than $1,000 a year shall pay one 
per cent of all earned more than the 
first $1,000, no provisions being made 
for any deduction for dependents. The 
taxes shall be paid quarterly if the total 
amount to be paid during the year will 
exceed $40 and if not returns must be 
made annually. 

An exemption is made on gross in- 
come that is derived from business con- 
ducted in commerce between Indiana 
and other states of the Union, or be- 
tween Indiana and foreign countries, to 
the extent to which the state is pro- 
hibited from taxing under the consti- 
tution of the United States. Pensions 
and life insurance incomes are ex- 
empted also. 

The new revenue measure was the 
target of intense opposition from busi- 
ness and manufacturing interests of 
the state, but was backed by the new 
administration and also by organized 
farmers and real estate men and others, 
following a long campaign to broaden 
the tax base to relieve real estate from 
its present load. - 

A last minute effort to reduce the 
burden on the trade to one-eighth of 
one per cent was defeated easily by ad- 
ministration forces. Contracts in force 
at the time the bill goes into effect are 
to be exempt from its provisions. This 
means that unfilled orders contracted 
for prior to May 1 will not come within 
the purview of the tax collectors. 














York Retailers Plan Frolic 


York, Pa.—Plans as outlined for the 
first annual frolic of the York Shoe 
Retailers association, promise an inter- 
esting evening’s entertainment for the 
shoe dealers, their families, and em- 


ployees and invited guests. Frank Kil. 
gore, chairman of the entertainment 
committee of the organization, out. 
lined his plans at the March meeting, 

The frolic, scheduled for April 24, 
will be held in the Alcazar ballroom, 
in the form of a dinner dance, with 
cards and entertainment provided for 
after the dinner. Two local orchestras 
are being engaged to furnish music for 
dancing and the committee is calling 
on the talent from the local radio sta- 
tion to make up the entertainment 
program. 


Gives Away Electric Clocks 


COLUMBUS, OHIO— The opening of 
Reed’s, a woman’s exclusive shoe store 
at 131 South High Street, featuring 
shoes at $2.95, was one of the most suc- 
cessful store openings in several years. 
Electric clocks were given with each 
purchase of shoes the opening day. 

The store room was elaborately re- 


* modeled and redecorated for the new 


store. A modernistic front with large 
show window space was featured. In- 
terior fittings were modern and the 
color scheme was gold and ivory. 

John C. Bell, the manager, has had 
extensive experience in the shoe busi- 
ness, having been manager of the Co- 
lumbus Petot store for years. 





Specialized Advertising Paying 

CINCINNATI — G. Gasdorf, assistant 
buyer of women’s shoes for the Potter 
Shoe Company, said they were trying 
out the idea of featuring a special type 
of novelty shoe at $4.95 on the front 
page of Shopping News for one day 
each week to promote business. For 
instance, one day it will be a pin tuck 
and the next week some other pattern. 
Also, it has helped business for the 
sales person to suggest a customer's 
buying a pair of white shoes at the 
same time she is purchasing other 
shoes. 


Ad Features Shoe Buyers 


FALL River, Mass.—Three shoe buy- 
ers at McWhirr’s, large department 
store, were recently featured in a news- 
paper advertisement in silhouette form. 
In a separate block, each buyer was 
silhouetted and a special for the follow- 
ing day was advertised. 

The buyers featured were Oscar 
Dube, buyer of women’s shoes, Eugene 
Lamont, buyer of Treadeasy shoes, and 
Morris Woltman, buyer of shoes for the 
basement department. All three re- 
ceived much comment upon their like- 
nesses, and the day’s specials sold well. 





Rodder Shoe Co. Incorporates 
FRESNO, CAL.—With a capitalization 
of $50,000 the Rodder Shoe Company 


has now been incorporated under that 
name by Sam E, Rodder, A. L. Rodder 








and Mary Rodder. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 
Dancing Shoes and Taps 


BLACK CALF 
PAT. LEATHER 
Womens 
A-B-C 2% -8 
$1.25 A-B-C 11%-2 

$1.15 


OWENS SHOE CoO. 


589 Essex St., Lynn, Mass. 








TAP DANCING 
THEO SLIPPER 
Steck No. 1210 


Patent Leather 
Fer Growing Girls 
Widthe—Sizes 8-7 
Price $1.25 
BLOG SHOE CO., INC. 
147 Duane St., New York City 











% KENDALL'S **0rmsionat 4 


IN-STOCK 
Style Ne. 138 














te KENDALL SHOE COMPANY » 
MAVERNILL, MASS. 


WHERE TO BUY 
Shoe Trees 


SIMPLEX SHOE 
TREE COMPANY 
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TO PUT A NATION ON ITS FEET 


No campaign has hit the imagination 
of the trade with the force of National 
Foot Health Week. Stores are enlist- 
ing everywhere. Communities are or- 
ganizing for collective effort. The first 
city to enlist in the campaign was 
York, Pa., where 100 per cent of the 
merchants will show National Foot 
Health Week posters and will operate 
with “feet first” as the big slogan of 
the week. 


It is such typical letters as this 
which heartens the RECORDER in its 
part of the work in promoting National 
Foot Health Week, April 17 to 22. 

From Earl H. Davis, Lansing, Mich. 

“The local Shoemen’s Association has 
decided to put on a united National 
Foot Health Week, and will you please 
forward another sample poster and 
price in lots of 100 and more.... 

“We are going to use strings of linen 
colored pennants over the front of each 
store, signs across the streets. These 
posters will be placed in our own stores, 
in street cars and in vacant stores. We 
are also planning a speaker in high 
schools and so on.” 

Reports from many cities indicate 
that they too, are planning to cash in 
on this nation wide promotion. 

The RecorpeR has during the past 
four issues given promotional details 
for both groups and individual shoe 
men. Material used in the RECORDER 
may be used in preparing newspaper 
publicity. 

Read back in the RECORDER issues 
Aor the month of March and pick out 
high lights on various Foot Health 
Week which may be used in newspaper, 
window and direct mail promotion. 

March 4 issue. Page 18. Fashion and 
Foot Health; Page 20. How to orga- 


Promoting Women’s Sport Shoes 


New Haven, CoNN.—The women’s 
and children’s shoe salon of the Ed- 
ward Malley Co. department store, of 
which William C. O’Malley is buyer- 
manager, is carrying on an intensive 
promotion of women’s sport shoes, 
tying it up with the new mannish 
modes in footwear. 

Mr. O’Malley is dramatizing the new 
spring sport modes by means of a 
display on the department floor which 
matches a window showing. Perforated 
sport shoes are shown on a mat of ar- 
tificial grass, with electric bulbs of va- 
rious colors shining through the perfo- 
rations. The department display and 
window are darkened to give the light- 
ing its full effect. 

Mottled pig, buckskin and elk are 
featured in the mannish mode display, 
and the department is also tying in a 
showing of the new London Jack- 
Spats, a masculine article, which are 
promoted for short-cruise wear. 

The mottled pig and smoked elk are 





nize a Foot Health Week campaign; 
Page 22. Reasons for the promotion of 
the week. ‘ 

March 11 issue. Page 28. ' News- 
paper promotion for Foot Health Week. 

March 18 issue. Page 18. Impor- 
tance of fitting; Page 20. Publicity 
contests for Foot’ Health Week; Page 
22. Foot Health taught by talkies; 
Page 32. Foot Health Week window 
promotion; Page 38. Shoe Travelers 
endorse Foot Health Week. 

March 25 issue. Page 24. Fitting 
Feet continued; Page 32. Sixteen shoe 
merchants tell how they will cash in 
on Foot Health Week. 











The Foot Health Poster, 16 x 20 in. 
in two colors, green, black and white. 
is available for window displays and 
general promotion. Communities group- 
ing their orders get the benefit of the 
low quantity prices. Full information 
regarding these posters will be sup- 
plied by the New York office of the 
Boot and Shoe Recorder on request. 


selling particularly well just now, Mr. 
O’Malley observes. Department dis- 
plays are backed by newspaper adver- 
tising with a clever twist. “Mottled 
pig or smoked elk? . . . Do your tastes 
run to domestic or ‘wild’ animals?” is 
typical copy. 


Frank Foster Replaces Reedy 


PORTLAND, OrE.—F rank Foster, has 
become manager of the shoe department 
of Olds, Wortman & King. He replaces 
Charles Reedy, who has taken charge 
of the Shoe department at Montgomery 
Ward Co. in Spokane. 


New Football Shoe 


MILWAUKEE, WIs.—The newest addi- 
tion to the Brouwer Research family 
is a football shoe which is being manu- 
factured by the Wisconsin Shoe Co. of 
this city. “These shoes” assures Mr. 
Brouwer “are a real support and 
muscle tonic for the feet and legs.” 
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Perpetual Inventory Assures an Increased Profit 
..- and Lowers Your Insurance Cost... 


Recorder Stock Record Cards Supply a Perpetual Inventory 


BOOT &. SHO! 


i 
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Helps you to “buy 
as you sell’ —to 
know whether each 
shoe is paying its 
way with a profit, 
to go light on slow 
movers, to re-size 
frequently on 
wanted styles and 
sizes. 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 


HERE IS THE DIFFERENCE IN THE 
MERCHANDISING METHODS OF TWO MERCHANTS: 


The first took inventory only once a year. He was never sure about the value 
of his stock, and so paid the board rate for his insurance. 

The second merchant, through his perpetual inventory knew the approximate 
value of his stock at all times. His insurance policies carry the 90% co-insurance 
clause which, in his case, means a saving of 20% of his insurance costs. 


MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 
367 W. Adams Street 
Chicago, Illinois 
Gentlemen: 

Please send me samples and prices of your 
Stock and Daily Sales Card Record. 


TE Se ee ee ee ee 
When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Children’s Footwear 





MRS. DAY’S IDEAL BABY SHOES 


Flexible Hard Soles. ..2-8 


es ae 
AY'S IDEAL BABY 
mF shoe co. 
Leeust St. Danvers, Mass. 














SPORTINBAK 


FLEXIBLE 
ANKLE SUPPORT 
SHOE 


EPHRATA SHOECO. Inc. 
EPHRATA, PA. 





How to Hit the Front Page 


[CONTINUED FROM PAGE 18] 


contribution to the country-wide pro- 
motion of Foot Health Week. We hope 
that there may be an idea here that 
some other fellow shoe merchant may 
use, too. 


* * * 


Local Shoe Man Gives His Views on 
Foot Health Week 


This week is Foot Health Week 
throughout the nation, and it is given 
special consideration by Paul O. Camp- 
bell at T. H. Campbell & Bros. 

We asked Mr. Campbell about Foot 
Health and in what way it could affect 
other parts of the body, and he came 
through with a lot of good advice, 
which we are passing on to you. Mr. 
Campbell asked: “How much thought 
do you give to your feet?” Being just 
ordinary folks, we said: “Very little.” 

“Most of us,” observed Mr. Camp- 
bell, “give our feet little thought until 
they cause us inconvenience, discom- 
fort and pain. Even then we often go 
all through life suffering from aching 
feet, believing that our pains are some- 
thing that cannot be helped and must 
be endured. 

“We give our eyes, our ears, our 
teeth serious attention. We do not neg- 
lect them. We spend thousands of dol- 
lars on our appearance, change our 
shirts, ties and clothing often, but we 
give little consideration to our feet that 
carry us all day long from one task to 
another, : 
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NEW LEATHER CREATED BY MELLON INSTITUTE 
a a 


A radical change in the method of 
finishing leather has been announced 
by Mellon Institute of Industrial Re- 
search, Pittsburgh. An industrial fel- 
lowship of that institution, held by 
C. H. Geister, has been collaborating 
for several years on the problem with 
the laboratories of Robert H. 
Foerderer, Inc., Philadelphia, manufac- 
turer of vici. 

It is interesting to note that the new 
discovery, which is said to be the most 
outstanding scientific development in 
its field since Robert H. Foerderer 
created vici in the 1880's, is credited to 
the company founded by the same 
Robert H. Foerderer. This company is 
the only tanner that has a fellowship 
in Mellon Institute. 

As is well known, the present method 
of producing a finish on leather, espe- 
cially glazed kid, affects only the outer 
or grain surface. By the new method 
the skin is treated with an entirely dif- 
ferent combination of materials which 
permeate the internal structure. This 
impregnation both lubricates and sup- 
ports the skin’s internal fibers, pre- 
venting their breaking down—the rea- 
son for the failure of some leathers 
to hold their shape. 

An important advantage to the 
shoe manufacturer is that shoes made 
of this new leather require no dressing. 
A buffer and friction brush bring out 





a rich finish of any desired brilliance, 
Furthermore, having no hard surface, 
the skins can be worked without the 
usual danger of damage, while going 
through the shoe factory greatly simp- 
lifying handling throughout the pro- 
cess of shoe manufacture. 

More important still are the advant- 
ages to the consumer. The heat of the 
foot gradually but constantly forces 
the impregnating ingredients through 
the pores of the leather to the outer 
surface, forming a protection that acts 
as a perpetually renewing lubricant 
and dressing. A slight rubbing with a 
soft cloth keeps the shoe looking like 
new. This impregnation method also 
does away with the cracking common 
to leathers finished with hard surface 
dressings that powder and fly with 
wear. 

Other advantages claimed for the 
new leather are that it is practically 
waterproo‘ yet retains sufficient porosi- 
ty to permit the foot to breathe, an 
outstanding feature of kid leather. It 
is said to hold its shape better, is more 
durable, and is practically scuff-proof, 
which point will undoubtedly be wel- 
comed by women motorists. All colors 
are more permanent than is the case 
with hard finish leathers, because the 
color, like the finish, is constantly 
revitalized by the material with which 
the skin is impregnated. 


“The pain, nervous strain, down- 
right misery, caused by bad feet, is ap- 
palling. The amount of time, energy 
and money lost through foot ills runs 
into tremendous totals yearly. It seems 
unbelievable, but seven out of ten per- 
sons have some sort of foot trouble. 

“The human foot is a wonderful 
structure. It deserves at least a rea- 
sonable amount of attention. In it are 
26 bones.” (Here is where Paul O. 
brings out the skeleton of the foot.) 
“Fifty-two bones under our ankles, or 
about one-fourth of all the bones of the 
body—that’s the importance that na- 
ture puts on our FEET. 

“In the foot are muscles, tendons, 
ligaments, nerves and blood vessels, a 
marvelous mechanism that coordinates 
perfectly when we stand or walk, pro- 
viding our shoes are fitted correctly 
and we have no weakened muscles that 
allow the feet to take on abnormal 
shapes when weight is placed upon 
them. 

“There is no reason whatever for our 
going about suffering from foot aches 
and pains—feet that make us look old 
and walk old, and feet that spoil dis- 
positions as well as shoes. We can 
have foot comfort, as well as foot 
health, and that is the reason for Foot 
Health Week, to draw people’s atten- 
tion to their own foot health, as well 
as the foot health of a nation.” 

Mr. Campbell was all wound up on 





this foot health idea, as he believes in 





the right type of shoe for every foot, 
and we just had to tear away, or we 
would have had to increase the size of 
our paper to hold all he had to tell us 
about foot health. 


Notables Address 
Portland Shoemen 


PORTLAND, ORE.—Among the well- 
known shoe representatives who ad- 
dressed the March meeting of the Port- 
land Chapter of Pacific Northwest Shoe 
Retailers’ Association was A. H. Mont- 
gomery of the Fern Shoe Company; 
David F. Wissman of Everett & Bar- 
ron Company and Floyd L. Wisherd of 
the Brown Shoe Company; O. E. Thorp, 
manager of the Turrells’ shop in Seat- 
tle and recently elected a director of 
the National Shoe Retailers’ Associa- 
tion. He was accompanied by S. A. 
McCutcheon, representative of Red 
Cross Shoes in Pacific Northwest. 
Truly a most versatile number of shoe 
leaders. 


E. A. Taylor Goes to Columbus 


CoLuMBus, OHIO—Elmer A. Taylor, 
who has been associated with the John 
Wanamaker Co. and Strawbridge & 
Clothier, both of Philadelphia and later 
with J. N. Adams & Co., Buffalo, has 
been named manager of the shoe de- 
partment of the Dunn-Taft Co., a de- 
partment store. 
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LIGHTNING 


PROFIT FLASHER 


Don’t Guess! Don’t Figure! Just Turn the Disk! 





It flashes instantly the percentage of profit between any cost and 
any selling price—both when the cost is per unit or per dozen. It 
skips nothing. Simple! Accurate! Complete! 











“No PROFIT FLASHER 


was ever thrown into a 
waste basket!” 


Mr. Manufacturer: 

Can you say that about your other advertising? 

The PROFIT FLASHER is more than just good 
advertising. It is a real dealer service of the highest 
order and utmost value. 

Every customer of yours wants one and needs one. 
There is nothing he will appreciate so much and use so 
constantly, 


Your ad (in color) will be before him at the most sug- 
gestive time, when he is buying. 


Send for a sample and 1933 prices. You will be sur- 


POCKET SIZE prised how inexpensively you can cover your entire 


mailing list. 























Originated and Manufactured by 


MuRRAY C. FRENCH. 


1316 East Eleventh Avenue 
Denver, Colorado 














-————— Manufacturers and Wholesalers — Retailers 
Pin this coupon to your letter head. Mail te MURRAY C. FRENCH, A PROFIT FLASHER will help you make 
1316 East Eleventh Ave., Denver, Colo. more profit. It prevents errors. Insures 
You will receive (without obligation) a sample PROFIT FLASHER proper markup. 
and low 1933 quantity price list. 50¢ each 
What quantity are you likely to be interested in?..........-+-+++++++- $4.00 per dozen 
What person shall we address?............+..ceceeeecreereeeeceeees Check or stamps with order please 


When writing advertisers please mention Boot and Shoe Recorder 




















GEDDES EXPRESSES 
CONFIDENCE 


ERNEST |. GEDDES 


Ernest I. Geddes, who represents the 

Irving Drew Company, Portsmouth, 
Ohio, makers of shoes for women, has 
been associated with the company since 
fall, 1930, is doing a good job for them 
in Illinois (exclusive of Chicago) and 
Southern half Iowa. 
. Geddes’ success with his company is 
due to hard work, courage and faith 
in the line. His high standard and 
sound judgment based on many years 
as a successful salesman and mer- 
chandiser of women’s shoes, has made 
many friends and acquaintances among 
the trade. 

Geddes says, “You can’t rebuild busi- 
ness on cheapness. Buy standard mer- 
chandise and advertise. Build char- 
acter into your stores and have some- 
thing to offer to the trade. Noted trend 
toward better quality by the trade.” 


Returns to Coast Territory 


A. A. Chapman, well known to the 
trade as “Chap,” had his equilibrium 
severely shaken recently, although not 
his confidence in the L. B. Evans line 
of men’s slippers and the Vaughan- 
Towle line of women’s arch support 
shoes, which he has carried many years. 

Mr. Chapman carried these lines in 
Denver and points west for a number 
of years, being transferred to the At- 
lantic Coast territory six years ago. 

Recently he returned to his old field, 
the West Coast. From now on he will 
carry the popular Evans and Vaughan- 
Towle lines from a headquarters in 
Los Angeles, : 
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> ON THE SELLING END <« 


News of the Travelers and Sales Activities 


With Davis Shoe Co. 


Ben Shamam, well known in the ter- 
ritory of Eastern Pennsylvania, Phila- 
delphia, Baltimore, Washington and 
Virginia has now become associated 
with the women’s novelty house of the 
Davis Shoe Co. Inc., New York City. 
Mr. Shamam will be ready to call on 
his many friends in their respective 
territories in the course of the next 
week with a line of women’s novelty 
shoes. 


With Cataract Chemical Corp. 


Thomas H. Glennon, Jr., formerly of 
Michalk Shoe Machinery Corp. has ac- 
cepted position as New England rep- 
resentative for the Cataract Chemical 
Corp. of Buffalo, N. Y. 


Hosiery Sales Office Moves 


New York, N. Y.—Julius Kayser & 
Co. have moved their executive offices 
and New York sales offices to 500 Fifth 
Avenue, new 58-story skyscraper at 
Forty-second Street, where they now 
have the sixth and seventh floors. 


Catalog Stresses Quality 


BRocKTON, Mass.—The Spring and 
Summer catalog of Crawford Shoes 
has recently been mailed to the trade 
the country over. 

Stressing a policy of quality for 50 
years, the Charles A. Eaton Company 
announces a continuance of that “qual- 
ity” policy. 

Prices have been substantially re- 
duced and a new and complete line to 
retail at $5.00 is one of the features 
this season. Crawford shoes for sport 
wear are prominently shown in many 
combinations. Special attention is 
called to Sport Shoe Week, May 22-27, 
as sponsored by the Recorder. 

The Boys’ Crawford Shoes, featured 
as “the finest line of boys’ shoes in the 
country,” are also featured in this cat- 
alog. 

All styles are listed as ready for in- 
stant shipment through their “In Proc- 
ess” department which, by the way, is 
the most modern system of serving the 
dealer. “Good shoes for 50 years” is 
the slogan of the C. A. Eaton Com- 
pany. 


Street and Theatrical Shoes 


In the belief that there is a definite 
new market for “fast moving styles,” 
the Boyd-Wright Shoe Company has 
opened up a superb and distinct divi- 
sion to be known as “Street and The- 
atrical Footwear, Boyd-Welsh process.” 


The introduction of this line below 
the level of price of the Peacock diyj. 
sion, has been made for May and June 
Selling. Salesmen are now on the 
territory with a complete line of Pea. 
cock shoes and the first line of “Street 
and theatrical” footwear. By the early 
fall season, the salesmen will have a 
complete line of “Street and theatrica]” 
footwear to show. The current show- 
ing of this division will be confined to 
mostly summer styles. 

President Maurice Wright says: 
“Peacock shoes will continue to be the 
backbone of our business. In introduc- 
ing the Boyd Welsh ‘Street and the- 
atrical’ shoes we have come to the con- 
clusion that there is a separate, definite 
market for this type of footwear.” 


Brown Features New Line 


The Brown Shoe Co. has just issued 
its Spring and Summer 1933 catalog 
of 103 pages, illustrating Summer foot- 
wear for men, women and children. 
Many of the illustrations are in color 
and include the new smart patterns for 
Spring and Summer wear. Perforated 
shoes for the entire family are espe- 
cially pronounced in the new line. 


Cannon Chain Opening Branches 


BIRMINGHAM — The Birmingham 
Economy Shoe Mart was expected to 
| open here this week at 1814 Third Ave- 
nue North. The store which is being 
operated by the Cannon Shoe Company 
will specialize in low price shoes for 
men, women and children. Work of 
remodeling the building has been com- 
pleted and the store will be open to the 
public as soon as stock can be deliv- 
ered and installed. R. R. Gibson, for- 
merly manager of a Newark store here, 
will be manager. 





OBITUARY 





Frank S. Spencer 


ATLANTA, GA.—F rank S§. Spencer, 69, 
manager of the shoe department of 
Hirsch Brothers, Inc., was fatally in- 
jured Sunday morning, March 12, 
when he was struck down by an auto- 
mobile. He was the son of the late 
Sam B. Spencer, at one time mayor of 
Atlanta, and for 31 years had been in 
charge of the shoe department at 
Hirsch Brothers. 


OFFERS SHOES FOR EGGS 


Flint, Mich—The Shoe Market, a leading 
Flint shoe store which attracts considerable 
farm-and-small-town trade, is offering two cents 
more than the market price for eggs in ex- 
change for shoe purchases. J. C. German is 
manager of the store. 
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JHARE YOUR 


PROBLEM 


Were G7. .....____-- 
THE /ERVICE If FREE TO YOU 








TO MANUFACTURERS AND 
WHOLESALERS :— 


RECORDER Subscribers daily ask us where 
to buy certain shoes and many other items 
connected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

All manufacturers, wholesalers and others, 
having goods to supply the following wants, 
should address The Inquiry Dept., BOOT 
AND SHOE RECORDER, 239 West 39th St., 
New York, N. Y. 


N 1435. Baseball shoes 


1436. Men’s white canvas shoes 


2 


N 1437. Women’s novelties to retail at 
$3.00 


N 1438. Men’s black calf oxfords with 
orthopedic last 


1439. Shoe cabinets 
1440. Window materials 
Souvenirs for children 


1442. Boys’ shoes to retail from $2.50 
to $3.50 


N 1443. Evening Sandals to retail at $5.00 
N 1444. Window display fixtures 
N 1445. Women’s novelties at $8.50 to 
$10.50 
1446. X-Ray Fitting Machine 


2222 
+ 


N 

N 1447. Men’s tap dancing shoes 

N 1448. Shoe laces. 

N 1449. Men’s wood sole work shoes 

N 1450. Popular priced children’s shoes 

N 1451. Handbags of cloth and leather 

N 1452. Popular priced felt house slippers 

N 1453. Women's welt arch support foot- 
wear 

N 1454. Women’s high grade novelties 

N 1455. Men’s line of shoes to retail at 
$2.95 

N 1456. Safety toe work shoe for men 


N 1457. Cowboy boots to retail at $10 
and $15 
N 1458. Cylinders for window displays 


N 1459. Nurses’ oxfords. 








For Your Convenience We List the 
Following: 


Arch Appliances 
Advertising Mat Service 
Bath Room Mules 
Beach Sandals 
Boys’ Division, State Grade: 
Dancing shoes 
Skating shoes 
Slippers 
Bookkeeping Systems 
Book on Leather Industry (Free) 
Book on Rubber Industry (Free) 
Cash Carrier Systems 
Cash Registers 
Children’s Division, State Grade: 
Barefoot Sandals 
Dancing shoes 
Infants’ moccasins 
Orthopedic 
Soft soles 
Bunny’s 
Sheepskin turns and Prewelts 
Chiropody Schools 
Dye Manufacturers 
Floor Coverings and Plans 
Foot Measuring Devices 
Handbags to Match Footwear 
Hosiery, State Grade: 
Children’s 
Men’s 
Women’s 
Labels: 
Carton 
Woven 
Lighting: 
Interior 
Windows 
List of Union Stamp Factories 


Men’s Division, State Grade: 


Safety shoes 
White canvas shoes 
Work shoes 





1460. Bowling shoes 

1461. Stock boxes 

1462. Hosiery to retail from 39c to 69c. 
1463. Women’s orthopedic shoes 

1464. Men’s riding boots at $5.00 
1465. Wooden shoes. 


1466. In-stock line of misses and grow- 
ing girls’ welt shoes 


2222222 


1467. Ballet and toe dancing slippers 
1468. Corrugated decorative paper 
1469. Shoe buckles and ornaments 
1470. Address of Ground Gripper shoes 
N 1471. Foot Measuring Devices. 


2 2-2 Zz 










Slippers: 
Dancing 
Dr 






Tap Dancing - 
ool 


Active Sports Shoes: 
Aviation 
* Basketball 
Baseball 
Bowling 
Boxing 
Camping 
Football 
Fishing 
Golf 
Gymnasium 
Hunting 
Riding 
Soccer 
Tennis 
Track 
Rubber Goods 
Resident Buyers 
Riding Boot Accessories 
Store Fronts 
Store Equipment: 
Store seating plans 
Show cases 
Ladders 
Shelving 
Valances 
X-Ray machines 
Foot rests for shine stands 
Fitting stools 
Mirrors 
Stock Cartons 
Shoe Laces 
Signs, Electric 
Stock Keeping Systems 
Gowyanteet 


ooks 
Dolls and doll shoes 
General souvenirs 
Shoe Cabinets 
Shoe Dressings and Dyes 
Shoe Findings 
Shoe Heels 
Shoe Ornaments 
Shoe Trees 
Spats 
Trade Mark Directory of Shoes, etc. 
($1.00) 
Vamp Rollers and Stretchers 
Women’s Division: 
Ballet 
Tap 


Dancing— Russian boots 


Dancing sandals 


Camping boots 
Orthopedic shoes 
Riding boots 
Sport moccasins 
Sport shoes 


Party Slippers 
House Slippers 
Wool Shoes 


Windows: 
Corrugated decorative paper 
Clips for price tickets 
Backgrounds 
Display art panels 
Floral decorations 
Reflectors 
Display fixtures, shoes 
Display fixtures, hosiery 
Price tickets 
Show card service 
Arch Support Shoe Stands 





When writing advertisers please mention Boot and Shoe Recorder 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
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SALESMEN WANTED 


LINE WANTED 


POSITION WANTED 








ONCE IN A LIFETIME 

DOES ONE FIND AN ENTIRELY NEW 
ARTICLE OF a eae tae + PRIN- 
CIPLE WHICH AT THE SAME TIME IS 
A PROVEN NECESSITY AND FOR WHICH 
A PROVEN MARKET ALREADY EXISTS. 
MEN St a IN ty t CORREC- 
TIVE SHOE OR ARCH SUPPORT LINES 
WRITE FULL UALIFICA TIONS FOR 
TERRITORIAL we yay iP 
D-320 CARE BOOT & SH ser - 
239 W. 39TH ST., NEW YORK N 





S ALESMAN—To carry a line of stitchdown 
shoes and barefoot sandals in the Northwest 
and Pacific Coast on a_ strictly commission 
basis to volume buyers. Established territory. 
State references and qualifications. Address 
D-309, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





SALESMEN WANTED to sell a line of fea- 

ture shoes in the $4, $5 and $6 field on 

straight commission of 6% and 8%. Various 
territories. Write fully your experience and 
territory desired. Address D-314, care Boot & 

ae am 239 West 39th Street, New 
ork, 





ANTED — Salesmen traveling territory by 

car to carry as side line manufacturer’s in- 
stock line of Children’s Shoes, sizes 2 to 8. 
Territories Illinois, Indiana and Michigan. Ad- 
dress D-315, care Boot & Shoe Recorder, 367 
West Adams Street, Chicago, Il 





SALESMAN who covers territory close, to 
carry as side line “in stock” quality turn 
opera pumps to retail at five dollars. Com- 
mission basis. Address D-316, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





ALESMAN WANTED—Regular and _ side 

line to carry smart line novelty shoe orna- 
ments. All territories open. References re- 
uired. Address D-321, care Boot & Shoe 
prrerter. 239 West 39th Street, New York, 





SHOE SAL See DT ay our expenses with 
non conflicting line. Good commissions. Re- 
peat busizess. oS Shoe Fitting System, 
86 Ellicott St., Buffalo, N. Y. 





FIRST CLASS SHOE SALESMAN— 
Nine years’ experience selling shoes in 
New England and New York State for 
one of the largest and best known firms 
in East, wants popular priced line of 
men’s or women’s shoes or both. Seek- 
ing new line solely because of realign- 
ment of territories and drastic cut in 
sales force of his present firm. Knows 
shoe trade intimately and has proven his 
ability to sell shoes. Best of references. 
Are you interested? If so, write to D-317, 
care of Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 











Two Reliable Salesmen interested in line of 
Misses’, Children’s or Boys’ and Youths’ 
Shoes for New York and New Jersey territory. 
Can produce large volume of satisfactory busi- 
ness. Al accounts. Best of References. Nor- 
bert Joachim, 204 Lewis Ave., Brooklyn, N. Y. 





ANTED—Snappy in stock Women’s Novelty 

Shcees, also Men’s and ge ag 8; established 
trade; have car; Ga. and Fla. . O. Box 1069, 
Jacksonville, Fla. 





SALESMAN, strong following chain shoe 
stores, shoe finding jobbers, department and 
dollar stores, syndicate buying organizations in 
New York City, Philadelphia, Baltimore, New 
England, desires xt line sumaeee for above 
trade. Address 318, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, N. Y. 





LINES WANTED — Women’s Comfort and 
Thread Lasted Stitchdowns, for California. 
C. A. Bergh, 1432 North Highland Avenue, Los 
Angeles, Calif. 








POSITION WANTED 


SALESMAN 33—Married—Seventeen years’ 
experience. Manager, Window Trimmer 
wishes to connect with reliable concern. 

anywhere. Address D-319, care Boot and Shoe 
a: a 239 West 39th Street, New York, 





SHOE MANAGER—BUYER—I18 years’ ex. 
perience, desires position with reputable con- 
cern. Well advan in foot expert work. Can 
furnish best of references upon request. Ad- 
dress Wally M. Beers, 950 Hamilton Street, 
Allentown, Pa. 





MANAGER and Buyer for one of the largest 
dep’t stores in Cleveland would like to make 
connections with reliable concern. . yrs.’ 
experience, with finest of reference. F. R. H., 
2626 Euclid Ave., Cleveland, Ohio. 








BUSINESS OPORTUNITY 








U CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn bi 
income in service fees. A new system oO 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for trainin openings everywhere with 
all the tra e you bon — to. No capi- 
tal required or _ good buy: mo agency 
or soliciting. Eetablishea 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











WANTED TO PURCHASE 








Buyers of Surplus Stocks 
trom’ manutastorers. febbers et fetaltere. 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 apd 4299 











Henry Garcia Buyer for Rhodes 


Tacoma, WAsH.—Henry Garcia, a 
shoe man of wide acquaintance and ex- 
perience has been named as buyer for 
Rhodes’ shoe department. 





Minimum charge 75 cents. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 Mi 

$1.25. When a box nuinber is desired twelve words should be added for the address. 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
&” Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


cents per word. 
In all other cases each 








When writing advertisers please mention Boot and Shoe Recorder 
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—«—X—<— 
VYVE FOUND 
THE BEST 
HOTEL VALUE 
IN NEW YORK 
CITY. 


45th-STREET and BROADWAY 


Just think ...a mod- 
ern, new hotel, in the 
heart of New York— 

200 feet from. Broad- 

way, on. 45th Street. 

A room and bath for one, 
$2.50; for two, $3.50. 


Ks the PICCADILLY 


e NEW YORK 
WILLIAM MADLUNG, Mng. Dir. 


ey 
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Any Assortment Desired 





Red Flower on 


Q: Orange Streamers ¢ 
Bright Yellow. 


on Soft Yellew. 


SIZE: 1%” x 2%” 


MODERNISTIC PRICE TICKETS 


Many More Designs in Stock 


CHECK WITH ORDER, PLEASE, UN 
LESS C.0.D. SHIPMENT IS PREFERRED 


Gt ade or noe =| ee roe octal} 


Z: Yellow Lantern 
on Deep Orange. 


UP-TO-DATE ROOMS 
AT DOWN-TO-DATE RATES 


‘-» - a 


TO $3.50 SINGLE 


TO $5.00 DOUBLE 
NONE HIGHER 


600 LARGE, CHEERFUL ROOMS 


Private underground passage 
from Pennsylvania Station... 
saving taxi fare. One block from 
Fifth Avenue and Empire State 
Building. Subways, elevated 
lines, buses and trolleys stop at 
door. Direction — American 
Hotels Corporation. 

GEORGE H. WARTMAN, Manager 


HOTEL 


ARTINIQUE 


BROADWAY AT 32ND STREET .- 


NEW YORK 


— 
—— 











TRADE 


BOOT AND SHOE RECORDER 


THE LATEST AND MOST 


MARK SECTION 


A new green ticket is now ready for spring trims. Also, dis- 
tinctive display cards, produced monthly, that sell shoes and 
your service, assuring direct customer contact. Samples and 


COMPLETE LISTING OF 
TRADE NAMES OF THE 








details promptly submitted. 


CHICAGO, ILL. 





Merchants’ Service Dept. 


BOOT AND SHOE RECORDER 
367 West Adams St. 








SHOE, LEATHER AND ALLIED 
INDUSTRIES PUBLISHED 


BOOT AND SHOE RECORDER 
239 WEST 39th STREET, N. Y. C. 


PRICE $1.00 








Increased Use of Leather Coats 


Peasopy, Mass.—Another wave of 
orders for coat leather is coming to 
tanners here, and that unexpectedly. 
Some think it due to the rising popu- 
larity of Winter sports, especially in 
the foothills of the Rockies, and, also, in 
New England, where the Snow Train, 
out of Boston, recently carried 2000 
passengers to the White mountains for 
Winter sport. Others think that the 
buying of leather for sport costumes 
for Spring and Summer has already 
started in volume. The manufacture 
of this class of leather is taking thou- 
sands of sheepskins out of the produc- 
tion of shoe leathers. 





Women Buying Browns 


CINCINNATI, OHIO—F. H. Rasmus- 
sen, buyer and manager of the better 
shoes department of the H. and S, 
Pogue Co., reports that many of its 
most particular customers are wearing 
brown shoes. An unlimited welt shoe 
in brown punched leather has been a 
very good seller. Also they have had 
very good success with a wampum shoe 
in brown; also in gray, blue and black 
at $10.50 per pair. Brown and blue 
kid sandals have also been good sellers. 

Rasmussen says regarding business 
that both pairage and dollars and 
cents are less than last year. He says 
that the only way to get and keep busi- 





ness is to carry only the best goods. 
Pogues have resolutely refused to sell 
“cheap” shoes and they have thereby 
kept their reputation as a store which 
carries only the better grades of shoes. 


New Children’s Shoe Department 


OAKLAND, CAL.—H. C. Capwell’s, 
Oakland department store, was opened 
a special children’s shoe department on 
the street floor, under the direction of 
Ed. Spillman, manager of Capwell’s 
footwear departments. The new man- 
ager of the men’s shoe department at 
Capwell’s is R. L. Collins. 

















BOOTS AND SHOES 


Avit-Shackford Shoe Co., Auburn, Me 


Bass, G..H., & Co., Wilton, Me 
Blog Shoe Co., Inc., New York City 


Chase, W. S., & Sons, Haverhill, Mass.... 54 
Clapp, Edwin & Sons, Inc., E. Weymouth, 
Mass. 52 


— J. M., Shoe Co., South Braintree, 


Dickerson, Walker T., Co., Columbus, O 


Deise. Bliss & Perry Co., Newburyport, - 


Ebberts, John, Shoe Co., Buffalo, N. Y 


Edwards, J., & Co., Philadelphia, Pa., 
Back Cover 


Ephrata Shoe Co., Ephrata, Pa 
Evans’ Son, L. B., Wakefield, Mass 
Florsheim Shoe Co., Chicago, III 
‘. “ae Shoe Co., St. 


Kendall Shoe Co., Haverhill, Mass........ 56 


Menihan Co., Rochester, 

Minor, P. W., & Sons, Inc., Batavia, N. Y. 23 

Mrs. Day’s Ideal Baby Shoe Co., Danvers, 
Mass. 55 


Musebeck Shoe Co., Danville, 
Nettleton, A. E., Syracuse, N. Y 


Nunn, Bush & Weldon Shoe Co., Milwau- 
ES ci Cansevcrenwdawo ba s¥ en 2nd Cover 


O’Dennell Shoe Co., St. Paul, Minn 
Old Colony Shoe Co., Brockton, Mass 
Owens Shoe Co., Lynn, Mass 


Richard 


Co., Randolph, Mass. 52 


Rand, St. Louis, Mo., 
25-39-42 


&B 
Roberts, Johnson & 
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Robinson-Bynon Shoe Co., Auburn, N. Y.. 4 


Rogers Bros. Shoe Co., Boston, Mass 


Smith, J. P., Shoe Co., Inc., Chicago, Ill.. 52 
Stacy-Adams Co., Brockton, Mass 


New York City, 


United States Rubber Co., 
Front Cover 


Vaughan-Towle Co., Lynn, 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass 
~~ Hide & Leather Co., 


Dryden Rubber Co., Chicago, Ill 
Evans, John R., & Co., Camden, N. J....28-29 


Levor, G., & Co., Inc., Gloversville, N. Y..2-3 


MACHINERY, LASTS, MFRS,’ SUPPLIES, 
DRESSINGS, ETC. 


United Shoe Machinery Corp., 
| ee eee eee pri a io , 


SHOE ACCESSORIES 


Simplex Shoe Tree Corp., Chicago, Ill..... 


MISCELLANEOUS 


Brookmire Economic Service, Inc., 
York City 


Hotel Martinique, New York City 
Hotel Piccadilly, New York City 
Hotel Wellington, New York City 
Kirsh-Blacher Co., Inc., New York City.. 6 


Stephenson Laboratory, Boston, Mass 





Harold Keith Sails For Europe 


BRocKTON—Harold C. Keith, presi- 
dent of the George E. Keith Compzny, 
sailed for Europe from New York last 
Saturday on the S.S. Conte di Savoia 
of the Italian line, accompanied by 
Frank S. Farnum, former presideni of 
Churchill & Alden Company. Mr. 


Keith will visit the Walk-Over stores 
in France, Belgium and England. 


See Renewed Confidence 


AUBURN, N. Y.—W. J. DeWitt, Pres- 
ident of the Shoe Form Company, man- 
ufacturers of Fairy Shoe Forms, has 
just returned from a combination busi- 
ness and vacation trip to points south, 
including Florida and Cuba. With ref. 
erence to general business conditions, 
particularly the shoe industry, Mr. 
DeWitt reports that in the localities he 
visited, there seems to be prevelant a 
distinctly increased feeling of optimism. 
There is a renewed confidence on the 
part of retailers and manufacturers 
and a determination to go ahead. An 
encouraging sign pointing the way to 
better times. 


Hide Prices React 


New YorK—Following the sharp up- 
turn the previous week, values on the 
New York Hide Exchange reacted 
sharply during the period ended March 
24, the active positions reflecting re- 
cessions ranging from 30 to 70 points 
for the week. Trading was pursued 
along moderate lines. 

In the spot hide market, prices as 
a rule were steady and a fair move- 
ment into tanners’ hands was recorded. 
The Argentine spot hide prices were 
virtually unchanged. 


Becomes Judge Landis Rival 


York, Pa.—Mose Leibowitz, former 
president and one of the most active 
workers in the York Shoe Retailers 
Association, has been named president 
of the newly formed City Baseball Lea- 
gue, which will operate here this sum- 
mer. Mr. Leibowitz is well known in 
sports circle here, last summer plac- 
ing a team in the city-wide league and 
managing the team. The team played 
under the name of the Sun-dial Buddie 
Laddies. Mr. Leibowitz is proprictor 
of the M. and L. shoe store and the 
Fair and Square shoe store. 





When writing advertisers please mention Boot and Shoe Recorder 
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- What makes ° 

’ awoman,’ 

* buy. 
2 


 ] 
P RICE? —certainty not of first importance, It’s value 


she’s really after. Economy is in performance, not price. 


PEDIGO Shoes are priced on a basis of 


economic value. 


STYLE?—in appearance alone cheaper shoes are, to 


the layman, so like the better ones, she must be told what 
makes better shoes better. A woman buys a shoe to wear— 
not just to look at. 


PEDIGO Shoes carry that appealing 
fashion verve—plus that quality of wear. 


F TT? navs the acid test. Nothing else matters if a shoe 
doesn’t fit, and when it comes to fit, Pedigo Shoes Shine. 
The technical manufacturing reasons could be stated but 
the fact is, a woman recognizes the exceptional fitting qual- 
ities, the comfortable ease of a Pedigo Shoe the moment you 
slip it on her foot. 


PEDIGO Shoes fit. 


Pedigo -lake Shoe (2. 


Saint Louis, Missouri 
The trail of all shop- 
pers inevitably ends at 


sd mark of satisfac- Distinctively Fine Footwear for Women 


COST NO MORE THAN THEY NEED TO— 
TO BE THE FINE SHOES THEY ARE 
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Actlon 
CLLOS, 
You get it with BALL-BAND Sport Shoes 

—fast and profitable Action! 


For BALL-BAND Sport Shoes have that fast, husky, sure- 
footed look that boys like to see—and buy. They have the Red 
Ball trade-mark that assures parents of good quality through 
and through—of the extra value that has made the Red Ball 
the best-known trade-mark used for footwear. 


No wonder that your first sales are easier—that your repeat 
sales are more certain with BALL-BAND Canvas Sport Shoes 
—they speed up and keep up your turnover. 


The line is complete as to colors, styles, sole patterns, trims 
—25 numbers including Oxfords and Sandals and a wide range 


of prices to take care of your. needs. 


The spring selling season is here—write for price list and 


tell us if you wish to see samples. 


(New England and Greater New York Dealers should address 
Dunham Brothers Co., Dept. A, Brattleboro, Vermont) 


Canvas Sport Shoes 
Fabric Summer Sandals 
Leather Work Shoes 
Rubber Footwear 
Woolen Footwear 





When writing advertisers please mention Boot and Shoe Recorder 
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~ SERVICE 


Constancy is the true measure of service. To the shoe industry, 






Colonial service has been characterized by a never failing ability to 






meet its demand for patent of the right quality, grade, weight and 












color. Because we are able to do this . . . because our product has 












proved its merit . . . each year has seen a marked increase in the 






number of fine shoes made of ; . ‘ . ; . , : 


COLONIAL PATENT 
* COLONIAL TANNING 
COMPANY - BOSTON 
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The WILSHIRE... Style S-454 


In Stock e e e Men who judge shoe value by weighing 


the cost against the service and satisfaction they receive, 


wear Florsheims. They come back time and time again for 
another pair—creating a permanent, satisfied clientele 
for Florsheim dealers. Our In Stock Department can help 


YOU build a quality business— write for a catalogue. 


$ 


TO RETAIL AT MOST STYLES 


!he FLORSHEIM 
SAoe 


THE FLORSHEIM SHOE COMPANY «+ Manufacturers, CHICAGO 


ee 
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ese smart a, 


PIN TUCKING 


Pin Tucking has leaped into 
the spotlight of approval as a 
successful promotion for spring. 
Styled to startle the taste of 
1933 shoppers. 


IN STOCK 
PEGGY 
No. 137H—Regent Pump, White Kid, 


No. 137G—Two-eyelet Tie, White Pin-tucked, Perforated; Vamp and Quar- 
Kid, Pin-tucked, Perforated Vamp ter, 20/8 Spanish Heel, 201 Last. .$2.85 
ene, 20/8 Spanish Heel, 201 

2.8 


ALABAMA mes No. 1728 — White Pig Calf, White 

; — Lacing, 19/8 Blvd. Heel, 195 

No. 176C—White Calf Pig, 10/8 Cov- as 2.60 

eee A tong 'tNe = b ager ered, Rubber Toplifts, "108 Last, No. 6728—Genuine Corosan Pig, Leaf 

Last 9° v ee 2. 80 : Widths AAA to B only Brown Perlustre Lacing, 195 Last, 19/8 
$ Continental Heel $3.1 

No. 254A—Black Calf, No. 100 Pat- No. 2728—Genuine Black Pi Black 

ent Trim, 15/8 Blvd. Heel, 160 Perlustre Lacing, 195 Last, 19/8 ne aT 

t $2.60 nental Heel 








ALL SHOES IN STOCKY 








SIZES AND WIDTHS 


"BUCKY" 


No. 131K — White Kid, Wh 
Perlustre Lacing, 195 Last, 18/8 
Spanish Heel $2. 
No. 231K — Black Kid, Black 
Perlustre Lacing, 195 Last, 19/8 
Spanish Heel $2.85 


BRAUER BROS. SHOE @. fF 
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atterns increase your 
Profits 





THE SHADOW 


A sensation—the new shadow- 
perforation. You actually can 
surprise your trade with these 
two smart numbers. They’re 
different. 





IN STOCK 


OYCE — # » 
"THE SHADOW TIE" eo <9 -l 
te Kid - 
ee No. 133E—Shadow Tie, White Kid, 
eo White Caratol Underlay, 17/8 Blvd. ast _ _ st Bb a hed 
BEGE, RIP Rae oct ccstccnsees $2.85 ae ie ¢ ratol Underls ¥, 19/8 





OOD eo Rise GEORGIA 
WINGATE 


No. 186B—White Elk, White Calf 


White , Pig Saddle, Perforated Vamp and A 
el, 195 No. 1737—White Pig Calf, Perlustre Saddle, Rubber Soles and Toplif ——— DUNFEE 
% -§ . 2. Pp. ts, = 
. $2.60 Lacing, 17/8 Blvd. Heel, 178 Last.$2.60 10/8 White Ivory Heel, 108 Last .$2.46 
Leaf No. 6737—Genuine Corosan Pig, Leaf No. 786B — White Elk, Brown Elk No. 133D—White Kid, White Under- 
t, 19/8 Brown, Perlustre Lacing, 178 Last, Saddle, Punched , ce ae lay and Fi / 1 
8 : p and Saddle ay and Fitting, 17/8 Blvd. Heel, 
i. 11/8 Bivd. Heel .........+.. - + $3.15 Rubber Soles and, Toplifts, 0/8 WIRCEASEl. deccevecencceauwenees $2 
d No. 2737—Genuine Black Pig, Black rown ather eel, 8 
oor Perlustre Lacing, 178 Last, 17/8 Widths AAA to B only ........ $2.40 
98.15 OP SINE isa tsnereisceshacs $3.15 





TOC WIRE — PHONE — WRITE 


TERMS—5Y, 30 DAYS 


An additional charge of 15 cents per 

pair will be made on orders less than “RIVIERE" 

four pairs to a style. : 
All shoes in stock, unbranded and in ewe Law” mie, 17/8 re , 


eee e weer eeeare 








plain cartons. 
All shoes made in Heart of St. Louis 


by Union Labor. THE FOLLIES 





PUMP IN STOCK 


in all wanted materials. Write 
for In Stock folder 











6. TREN St. Louis, Mo. 
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THALIA 
19/8 Heel 
R-567—White Kid—$3.75 


R-568—Mat Kid—§$3.75 
R-569—Blue Kid——$3.75 


CLAUDINE 
17/8 Heel 
R-508—Black Baby Calf, perforations 
underlaid with grey-——-$3.60 
R-519——Blue Baby Calf, perforations 
underlaid with grey—-$3.60 
R-558——White Baby Calf-—$3.60 


(Ghillie Sandal) 
13/8 Heel 
R-572 — White Baby Calf 
—83.75 


VALENCIA 

16/8 Heel 
R-531—Blue Baby Calf—$3.75 
R-532—Chaff Baby Calf—$3.75 
R-533—White Baby Calf—$3.75 
R-537—Black Baby Calf——$3.75 
R-556—Tan Baby Calf-——$3.75 

(Perforations punched through) 


ESTEREL 

14/8 Heel 
R-551—Chaff Pig Calf—$3.75 
R-553—Blue ra Calf—$3.75 
R-554—White Pig Calf—$3.75 


(Perforations punched through) 


17/8 Heel 
R-509—Brown Kid—piped in white 


kid—$3.60 
R-510——Dark Blue Kid—piped in grey 
kid—$3. 
R-512—Black Kid—piped in 


kid—$3.60 
R-534—White Kid—$3.60 


grey 
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19/8 Heel 
R-539——Chaff Baby Calf—$3.75 
R-540—White Baby Calf—$3.75 
R-541—Blue Baby Calf—$3.75 
R-560—Mat Kid, perforations under- 
laid with patent leather— 


$3.60 
R-576—Grey Baby Calf—83.75 
(Perforations punched through) 


BREVETTE 
17/8 Heel 


R-570—White Baby Calf—$3.60 


REGENT 

20/8 Heel 
R-432—White Kid—$3.25 
R-442—Black Baby Calf—$3.00 
R-490—Brown Kid—$3.25 
R-525—Blue Kid—piped 


in grey 


$3.25 
R-555—Parchment Kid— piped in 
beige $3.25 


When writing advertisers please mention Boot and Shoe Recorder 





